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LOUNGE LIZARDS, ADVANCE ARTISTS, AND LOBBY RATS 


are 


INVITED NOT TO READ THIS 


ECAUSE this program demands the maximum in character, 
intelligence, and ability—plus, an appearance that will indi- 
cate these characteristics. 

To such men this opportunity of opportunities will pay a 
salary, plus a bonus that will enable you to get all out of life that is 
worth while, plus the most enjoyable work you have ever 
engaged in. 

If it is big, quick money that you are looking for, pass this on 
to the man who thinks he is permanent, successful and financially 
happy, but who has a desire and capacity to become more perma- 
nent, more successful and happier. 


This program will require that you spend your winters in the 
beautiful climate of the great Southwest, your spring along the 
Pacific Coast, and your summer in the Pacific Northwest. 


If you can prove that you have the above requirements, plus a 
superior underwriting knowledge, then mail us a photograph of 
yourself, and ask for an application that will be complicated to fill 
out, and if you can qualify, then “FALL IN LINE WITH THE 
BIG PARADE.” 


Address your communication, giving the best reasons that you 
can, that you have the above qualifications, to 


Fred.Bailey, President 


“THE BAILEY SYSTEM,” 


INCORPORATED 
General Offices, 11 South La Salle St. Phone State 7761 


CHICAGO, ILLINOIS 


























CANVASSING PORTFOLIO — The above 
illustration is inadequate to fully convey the 
value and attractiveness of this feature. “Won- 
derful.” “Have never seen its equal”—that’s 
what they all say when they see it. By charts 
and illustrations the service rendered by life 
insurance is “visualized” interestingly, con- 
vincingly. 














ILLUSTRATED BRIEF—These forms are 
unusually attractive and, when augmented by 
the illustrated material from the Canvassing 
Portfolio, a more DIRECT, PERSONAL AP- 
PEAL to the HEART through the EYE can 
be made. 














VISUAL SELLING TOOLS— 


The Kit of Visual Selling Tools herein illus- 
trated and described is proving to be a real in- 
novation in the selling of life insurance—they 
invariably enable the prospect to grasp the de- 
sirability of life insurance more quickly and 
completely. The old method of “just talking” 
life insurance has been discarded. A newer 
and surer method, that of “Showing and Talk- 
ing” life insurance, has taken its place. 








PRE-APPROACH PLAN—This plan is 
built around a series of 4-Page, 4-Color, 
Photo-Litho process letters — original, 
beautiful in appearance, and persuasive in 
copy. Actually CONVERTS “suspects” 
into prospects. It is being pronounced 
second to no other direct-by-mail plan 
heretofore devised. 











THESE FEATURES ARE NOT FOR 
SALE, and are available only to our own 
representatives. 


OUR TERRITORY—Arizona, Arkan- 
sas, California, Colorado, Illinois, Kansas, 
Missouri, New Mexico, Ohio, Oklahoma, 
Pennsylvania and Texas. 


If interested, write to 
GEO. L. GROGAN, Manager of Agencies 


THE BANK SAVINGS LIFE 
INSURANCE COMPANY 
Topeka, Kansas 
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Round Out Your Service Duiliers 


Here's a policy that will back up every talk- of 


ing point of company and service. Think it B I 
UStINESS 















over: 
Any natural ee ie a bu $ 5,000 A gon bom, hea! wed 
Amy accidental death .-. 0,000 Security Holders you 
Certain accidental deaths .... 15,000 have a pleasant surprise 
Aceident Benefits .....$50 per Week maaan Wallets, will help 


you build business just 
as it is building busi- 
ness for hundreds of 


others. 


The Kaufmann Wallet 
is the best leather con- 
tainer on the market 
designed to provide a 
place for insurance poli- 
cies, bonds and other 
valuable papers. 


(Non-cancellable) 
Also Disability Income, W aiver 
of Premiums, etc. 











ALL IN ONE POLICY 





Until you have used it 
to deliver those extra 
policies you have not 
made use of the big- 
gest dollar for dollar 
life insurance business 
builder on the market 


You can see how worthy such a contract is 
in the hands of a progressive agent and we 
invite you to give serious consideration to 
the United Life “Policy You Can Sell.” 


There may be an opportunity in your town. ve te 

Our Vice-President, Eugene E. Reed, will ne : si 

tell you all about it. Write him direct—and oo ae ton a 
Ouantity rate gladly fur 
nished on application 


directly. 


Other wallets from Ose t 
$5.00 


E. L. KAUFMANN 


Room 700, Austin Bldg. 
ll W. Jackson Boulevard 
CHICAGO, ILL 
Telephone Wabash 3933 





UNITED LIFE 


AND ACCIDENT INSURANCECOMPANY 


Concord New Hampshire 


i Inquire! | 


GROWTH 
A matter of natural development. ALABAMA 


Our Growth has been persistent. 




















Our root extends down—not out. 
General agencies are available at 
strategic centers in this good old 
southern state. 








When certain laudable results are The organization having these 
obtained in any line of business, there openings is a southern company, 
must be a reason for them. now entered upon a vigorous cam- 
paign of agency development. Here 





You ask what is the reason for our is your opportunity to get in on 
success? It is the result of persistent the ground floor. It costs nothing 
effort—PLUS. lf you, Mr. Agent, ons tania att the door—ciaaply ail, 
are interested enough to wish to teen Gh. cee of Gin Cee 

| know what the word “PLUS® im- ademateen. Give your reasons 
| plies in this connection, write me why you believe you are capable of 
and I'll tell you. taking advantage of a general 


agency opening. 
A. E. JOHNSON, AGENCY MANAGER 


CHICAGO NATIONAL 


LIFE INSURANCE CO. 
ec” |! ALABAMA 


Chicago, Ill. 
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Geasorrs Greetings 





Che Officials of the International Life Insurance 
Company want to be among the first to 
extend to Life Anderwriters 
and their Families 


sett: 





mis: 


‘ acti 


and 


Best Wises For 
 @ Happy and Prosperous New Wear 


hesi 


beil 





International Life Insurance Company 





ROY C. TOOMBS, President 
W. F. GRANTGES, First Vice-Pres. and Gen’! M’g’r of Agents 
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TRY TO THWART TREND 


IN LIFE INSURANCE 


Commissioners’ Convention Will 


Investigate Trafficking Seen 
in the Business 


DANGER IS POINTED OUT 


Committee Headed by Monk of Massa- 
chusetts Will Probe into the 
Conditions of Today 
NEW YORK, Dec. 15.—The decision 
of the National Convention of Insurance 
Commissioners to have an investigation 
made through a special committee into 


the subject of life insurance trafficking, | 


referring particularly to the buying and 


| Atkinson. 


selling of companies for commercial pur- | 


poses, is significant. The committee ap- 
pointed by President A. S. Caldwell 
consists of Wesley E. Monk, Massachu- 
setts, chairman; M. H. Taggart, Penn- 
sylvania; George W. Wells, Jr., Minne- 


sota; R. L. Cousins, Texas; John R. 
Dumont, Nebraska. Many of the com- 


missioners feel that the time has come 
for the supervising officials to take some 
action, looking towards clearing of the 
atmosphere in the life insurance field. 


Commissioner Monk's Position 


Commissioner Monk of Massachusetts, 
at the meeting here last week, did not 
hesitate to say that if present condi- 
tions continue, the business is riding to 
a fall that will cause a greater crash 
than the Armstrong investigation in 
1906. Life insurance, in his opinion, is 
being exploited for selfish purposes to 
the detriment of policyholders. Other 
commissioners share the opinion of 


Commissioner Monk. So serious is the | 


situation that the laws and legislation 
committee, of which Mr. Monk is chair- 
man, recommended to the convention 
that a special committee be appointed 
to make a thorough investigation of the 
situation and to make some recommen- 
dation to be presented at the next 
meeting. 
Some Purchases Desirable 


The commissioners appreciate the 
fact that there are cases where it is de- 
sirable for a company to be merged with 
another company. This is due to the 
fact that now and then companies find 
themselves becoming weak financially 
and have to get under cover. The com- 
missioners do not desire to thwart pro- 
ceedings of this character. They realize 
the fact that at times it may be wise 
for a company to be taken over. They 
are objecting, however, to the mercenary 
element that has been injected into 
life insurance whereby companies are 
bought and sold with the same spirit 
and thought that a stock of merchandise 
is bartered. Some life insurance officials 
look upon their companies as purely 
private possessions which can be sold at 
a profit if they so desire. 

There are efforts being made to buy 
companies and resell at a profit. There 








0. L. HOLLAND TO HEAD. 
AMERICAN NATIONAL 


HAD A SUCCESSFUL CAREER 


Will Locate in St. Louis the First of 
the Year to Take New 


Position 
O. L. Holland of Kansas City, Mo., 
general agent for the North American 


e, has been elected president 
National Assurance of 


National Lif 
of the American 
St. Louis. 

Mr. Holland is a man who has come 
up trom the ranks of soliciting agents. 
He started in the life insurance busi- 
ness in 1911 as a soliciting agent for the 
Midland Life of Kansas City in north- 
eastern Kansas and in 1913 became as- 
sistant agency supervisor the Com- 
monwealth Life of Omaha, under Ira E. 
It was under Dr. Atkinson 
received his early training in 


ot 


that he 





HOLLAND 
President American National 


o. L. 


agency organization work. After spend- 
ing two years in this work he took a 
general agency for the company in Iowa 
and built up a very substantial agency, 
which he sold. In 1917 he went to Kan- 
sas City and took a general agency for 
the company in Missouri, which he 
managed until the company was merged 
with the Standard Life. In 1922 Mr. 
Holland organized the Commercial Life 
of Kansas City, of which company he 
was vice-president. In 1924 he sold his 
stock to F. H. Uehling, president of that 
company, and took a general agency in 
Missouri for the North American Na- 


| tional of Omaha. 


take up his 
National the 


Mr. Holland expects to 
duties with the American 
first of the year. 





are men engaged in the business pri- 
marily of seeking what prey they can 
capture. The market value of life insur- 
ance stocks has gone to a ridiculous 
figure in some instances. The public is 
getting to believe there are enormous 
profits for life insurance stockholders. 
At the meeting of the insurance com- 





CAN NOT WRITE BOTH 
KINDS OF INSURANCE 


CHOICE MUST NOW BE MADE 


Life Companies in New York Have to 
Choose Between Participating 
and Nonparticipating 


NEW YORK, Dec. 15.—The an- 
nouncement by the New York depart- 
ment that after May 1 no life company 
licensed in this state will be allowed to 
write both participating and nonpartici- 
considerable 


pating business is causing 

interest. The two main companies af- 
fected are the Connecticut General Life 
and the Aetna Life. Both these com- 
panies, it is expected, will write only 
nonparticipating business. The New 


York department declares that this step 
should have been taken long ago. This 
action will tend to keep out of New 
York some companies now writing both 
classes of business and which undoubt- 
edly feel that there is a big talking point 
in their doing so. New York desires to 
line up companies one way or the other 
They must each decide what it is going 


to do. The deparment says that inas 
much as no New York company can 
write both classes, outside companies 


should not be given the right to do so. 
to do. 


missioners here last week the statement 
was made by Walter K. Chorn, an at- 
torney in Kansas City, who was former 
Missouri insurance commissioner, that 
attempts were being made in his state 
through publicity methods to depress the 
stocks of some of the companies so that 
exploiters could buy them at less price 
and sell them at a handsome profit. 

The commercial element has entered 
life insurance to so great a degree that 
the commissioners believe some steps 
should be taken by their body to elim- 
inate if possible this band of brigands 
that is abroad. It is known that every 
possible means is being used to induce 
stockholders of some companies to sell. 
Men are being dispatched to company 
headquarters offering large stockholders 
and officials a handsome bonus if they 
will dispose of their holdings. It is | 
charged that some designing officials are 
loading up their companies with busi- 
ness of all kinds to make a showing in 
order to enhance the value of their stock. 

The feeling seems to be growing that 
up and down the line there is being 
injected into life insurance practices that 
will ultimately bring the business into 
disrepute. There is a mad race for vol- 
ume on with a number of companies. 
Money is being used lavishly to secure 
business. Artificial methods are being 
resorted to, new schemes are being de- 
vised and in some directions there is 
certainly a wide departure from the 
beaten paths. This life insurance exploi- 
tation is viewed with alarm. The pro- 
moting side of the business is empha- 
sized. There are hundreds of men using 
life insurance for purely selfish motives. 
An instance came to light where a west- 
ern company with its capital impaired 
was offering new stock for sale at five 
for one. The salesmen are telling pur- 
chasers of :stock that a stock dividend 
will be declared within a year as well 
as an extra cash dividend. 





POLICY PROCEEDS NOT 
USUALLY DISSIPATED 


[Investigation Shows Beneficiaries 
Are Capable of Conserving 
Lump Sums 


VIEWED BY HENRY ABELS 


Great Strides Made by Companies in 
Protecting Insurance Incomes Are 


Very Encouraging 


Beneficiaries are far more capable and 
proceeds of life 
usually 
Henry 
of the Franklin 
Life, the Association 
Life Presidents New York last 
Mr. Abels had some figures taken 


efficient in handling the 
insurance policies than they are 


given credit for, according to 


Abels, vice-president 
who spoke before 
of in 


week 





HENRY ABELS 
Vice-President Franklin Life 


from a survey to back up his opinion 
The speaker also pointed out that tre- 


| mendous strides have been made by the 





|a lump sum soon vanish, 


companies in protecting and conserving 
the proceeds of life insurance. Mr, Abels’ 
speech in part follows: 

“The statement has frequently been 
made that ‘Life insurance claims paid in 
* and that ‘95 


| percent of all estates of $5,000 or upward 





| 


| 





are dissipated in from five to seven 
years.’ But efforts to find facts to sup- 
port these statements have failed. Per- 
haps because many men seem to have 
little capacity either to save, or safely 
invest, money, it has been popular to 
assume that women, suddenly possessed 
of large sums of money, would not be 
able to withstand the temptation to in- 
dulge in extravagance, nor would they 
be able to safely invest such funds. 
“Desiring to have reliable information 
as a basis upon which to determine the 
measure of truth in these statements, a 
large life insurance company selected 
1,000 of itg,claims, scattered. throughomt 
the United. States, and instructed 40 of 
its most experienced representatives to 
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ascertain the facts concerning the dispo- 
sition of money paid, not only under its 
own policies, but under any other life 
insurance that may have been in exist- 
ence upon the lives in question. 


Women Fulfill Their Trust 


“Facts were secured regarding 739 of 
these claims, amounting to $9,579,589. 
This money had been in the hands of 
beneficiaries not more than six years and 
not less than three years. The remain- 
ing cases could not be located. There 
had been actual loss of principal through 
investments or other causes in only 32 
cases. The amount lost in these cases 
averaged less than $4,000, and the ag- 
gregate was only $126,724, or 1.3 per- 
cent of the total insurance involved. This 
record should stimulate confidence in 
American womanhood’s business ability 
and should allay any doubts concerning 
what our wives will do with life insur- 
ance money if forced to invest and con- 
serve it. 


Investments in Human Welfare 


“Each case is a story vibrant with 
human interest. Homes were bought, 
mortgages were liquidated, small busi- 
nesses were purchased (furnishing in- 
come from small investments supple- 
mented by personal service), children 
were educated, partners of husbands 
were bought out, and in many other 
ways the money was put to efficient use. 

“In 366 cases where the wife was ben- 
eficiary there were children to the num- 
ber of 834, and the insurance amounted 
to $4,838,158, or $4,032 per person, in- 
cluding mother and children. 

“In only 313 cases did there appear to 
be other estate than life insurance, and 
in only 79 cases where the wife was 
beneficiary had she married again. These 
were the cases, possibly, where the 
widow was left so small an amount that 
she was forced to marry or go to work. 


Another Side to the Picture 


“There is, however, another side to 
this picture. Consider the burden of 
care and the feeling of grave responsi- 
bility that rested upon these women in 
undertaking a new task of such magni- 
tude. The load upon their inexperienced 
shoulders might have been greatly light- 
ened, eliminating untold stress and 
worry. A larger measure of happiness 
and contentment might easily have been 
their portion, for hfe insurance com- 
panies have long been prepared to ex- 
tend to the funds of beneficiaries the 
same conserving care that they give to 
the investment of life insurance reserves. 

“In order to measure the tangible re- 
sults of life companies’ efforts to assist 
policyholders in protecting the funds to 
be left their beneficiaries, member com- 
panies were requested to furnish their 
available data for this survey, the first 
of its kind ever undertaken. 

“Thirty-four companies writing aggre- 
gate new paid-for ordinary life insurance 
in 1926 of $5,351,000,000 (48.5 percent of 
the year’s new business) furnished data 
in detail concerning the amount of in- 
surance (including both old and new 
policies) to which some form of install- 
ment settlement or income option was 
applied in 1926. This amount was 
$532,000,000, or 15.6 percent of the total 
new business written by these companies 
in 1926. 

“From these data, and other facts 
gleaned through our inquiries, we are 
justified in the assumption. that this pro- 
tecting influence of life insurance com- 
panies is now being applied annually to 
about $1,500,000,000 of additional life in- 
surance, and the amount is increasing 
yearly. 

Great Progress Shown 


“A striking picture of the rapid growth 
of recognition by policyholders of the 
advantages offered by instalment or in- 
come settlements is shown by the ex- 
perience of one of the largest companies. 
In 1919 that company applied such 
modes of settlement in less than 700 
cases, while during the current year there 
will be between 12,000 and 13,000 cases 
in which policyholders will take advan- 
tage of the service of that companv in 
conserving the proceeds of their policies 





NO ONE YET SELECTED 
FOR WASHINGTON POST 


WELLS TURNED DOWN THE JOB 





United States Chamber of Commerce Is 
Still Without Manager for Its 
Insurance Department 





WASHINGTON, D. C., Dec. 14.— 
The United States Chamber of Com- 
merce seemingly has no one in view at 
present to become manager of the in- 
surance department. The insurance di- 
rectors and insurance advisory commit- 
tee offered the names of three men to 
President Pierson, whom they could 
recommend. President Pierson, after 
canvassing the qualifications of the three 
candidates, offered the post to Insurance 
Commissioner George W. Wells, Jr., of 
Minnesota. Mr. Wells considered the 
proposition for some days. He came on 
to Washington to look the situation over 
and after considering it in all details felt 
that personal considerations kept him in 
St. Paul. Just what will be done now 
remains to be seen. James L. Madden, 
who was formerly manager of the de- 
partment and is now one of the vice- 
presidents of the Metropolitan Life, is 
giving advisory service and can be called 
upon in an emergency for counsel. 
Assistant Manager Clark is a capable 
young man and is supervising the work 
acceptably. 








after death. Another company, having 
only a little over one-third of the in- 
surance in force of the former, reports 
that provision for the payment of in- 
surance as an income, or under some 
similar option, was applied to 6,015 poli- 
cies in 1926. 

“Trust companies also have come into 
this field and are widely advertising the 
service which they offer in protecting 
the funds of beneficiaries. Life insur- 
ance companies do not undertake to ex- 
ercise discretion as do trust companies, 
such as paying an income to a son if he 
remains in college and makes certain 
grades, or if the wife remains a widow, 
or a daughter remains unmarried. Life 
companies can only undertake definite 
obligations which do not involve the ex- 
ercise of discretion. It is true that a 
considerable volume of insurance is pro- 
tected through some arrangement for the 
payment of the proceeds to trust com- 
panies, but no figures are available as 
to such amounts. 


Life Insurance Payments Not Dissipated 
“Glancing for a moment at a different 


class of policyholders and beneficiaries, 
we find that settlements, so far as can 


be ascertained, are not ordinarily dis- 


sipated in any sense of the word. A 
vast number of policyholders are able 
to invest only in a small amount of in- 
surance—just enough in many cases to 
pay accumulated bills and burial ex- 
penses, and leave a small sum to help 
the family readjust itself to new condi- 
tions. It is probable that the entire 
principal in these cases is used for neces- 
sities within a few years, or even months, 
after death. 

“A large part of the insurance now in 
force is represented by these small pol- 
icies. In these cases settlement to the 
best advantage of the beneficiary often 
offers problems difficult to solve. Small 
policies are generally arranged for lump 
sum settlements, and they cannot always 
be made to provide an income for the 
beneficiary sufficient in amount to pro- 
vide substantial support over a long pe- 
riod of time. The insured’s object in 
having the $2,000 or $3,000 of insurance 
which he can afford is obviously to help 
his family in changing its mode of life in 
event of his death. Settlements of such 
insurance in the form of a monthly in- 
come for three or four years would in 
all probability, and in the majority of 
cases, be of vastly more assistance in 
making the necessary readjustments than 
would a lump sum.” 





REVIEWS DEVELOPMENT 
IN BANKING PROBLEMS 





TENDENCY TO INCREASE SIZE 





Banks Adopting Method of Requiring 
Life Insurance as Additional 
Collateral on Loans 





Edward W. Decker, president of the 
Northwestern National bank of Minne- 
apolis, and member of the board of di- 
rectors of the Northwestern National 
Life, spoke before the Association of 
Life Insurance Presidents in New York 
last week. In his speech on “Twentieth 
Century Banking Frontiers” Mr. Decker 
said that the banking 
changed since this country had become 
a large creditor nation with the advent 
of the great war. Among the new de- 
velopments is the requiring by banks of 
life insurance as additional collateral on 
loans. Mr, Decker’s speech in part fol- 
lows: 

“It is steadily becoming more difficult 
for small banks to make money, and the 
result is that the size of units in banking 
is growing larger. The situation is com- 


mon to all lines of industry and busi- | 


ness. Increasing overhead and narrow- 
ing of profits by intensive competition 
are every year putting a larger share of 
the country’s business into large cor- 
porations. This is having a further ef- 
fect upon small financial institutions in 
that as the larger financial problems of 
corporations are constantly before them, 
larger banking units are needed to han- 
dle the business. 

“In the wake of this has come a new 
development. Since the advent of the 
federal reserve system and the broaden- 


ing of the powers of national banks, | 


there is now being contemplated by 
many national banks the consolidation 
of affiliated banks and trust companies 
into one organization for the purpose of 
reducing overhead and the unification of 
management. Just how widespread this 
movement will be is not at present pos- 
sible to ‘predict, but that it has some 
merit there is no doubt. 

“One of the new developments in 
banking during this century, and one 
which is of particular interest to life 
insurance companies, is the method 


which is now used quite generally by | 


banks, of requiring life insurance as addi- 
tional collateral on loans or lines of 


credit granted in cases where an official | 


or key man is essential to the welfare 
of the business. 


Very Wise Course 


“This, I believe, is a very wise course 
to pursue, not only for the bank but for 


the borrower, as in case of the death of | 
an individual whose demise would seri- | 


ously affect the standing of the company, 
this amount of cash is promptly paid 
in and at least partially offsets the finan- 
cial loss. 

“In fact, it is my opinion that had it 
been the practice of many of our bor- 
rowing farmers, who have been embar- 
rassed during the recent agricultural 
depression, to carry more life insurance, 


the situation would have been much less | 
acute, as we know of many cases where | 


the death of the head of a family has 
left his dependents stranded with a 
mortgaged farm on their hands which 
has been too much for them to work 
out. 

“Agriculture itself has been rapidly 
improving its position. This has been 


due to more intelligent farming, to a | 


much greater diversification and rotation 
of crops, the use of an improved quality 
of seed, and conspicuously by a great 
development in the livestock and dairy- 
ing industries. The value of dairy prod- 
ucts in Minnesota last year was $174,- 
000,000, which is twice the amount of 
the valuation in 1922. Other northwest- 
ern states, as the Dakotas and Montana, 
have not reached so large a development 
in this industry, but their annual in- 
creases are proportionately much greater. 

“Our farm land situation is gradually 


situation had | 


RULING HITS DETRICK 


| MISSOURI COMPANIES UPHELD 


| ATTORNEY GENERAL’S 





| State’s Insurance Law Permits Inter- 
locking Stock Investments, 
Legal Head Says 





Attorney General Gentry of Missouri 
at Jefferson City on Dec. 12 ruled that 
Missouri life insurance companies may 
legally invest their funds in the stocks 
of other life insurance companies and 
make collateral loans with such stock as 
security. 

The attorney general holds that the 
provisions of the old statute which had 
permitted investment of insurance funds 
in the stock of other insurance com- 
panies were not repealed in the revi- 
sion of the insurance laws by the gen- 
eral assembly of 1927. 

The ruling is a direct answer to the 
sensational attack made by Commis- 
sioner Detrick of California against the 
Missouri insurance department and the 
Continental Life and the International 
Life of St. Louis in New York City be- 
for the recent meeting of the Insurance 
Commissioners’ Convention. 

Commissioner Detrick criticized the 

Missouri companies for alleged inter- 
locking collateral trust loans. The 
president of the Continental and Inter- 
| national life companies, while denying 
that any such loans existed, each com- 
pany having but one loan on the stock 
of the other, pointed out that the Mis- 
souri insurance laws permitted such 
loans. Their contention is substantiated 
by Attorney General Gentry, the head 
of Missouri's legal department. 











| righting itself. Delinquencies in tax pay- 
ments are being materially reduced and 
liquidation of farm mortgages 1s pro- 
gressing satisfactorily. This is the most 
encouraging year in farm land transac- 
tions that we have had in several years. 

In the ninth reserve district there was 
very little inflation in land values during 
the boom period. Prices of farm prop- 
|erty have been, and still are, cheap. 
Purchasers are receiving exceptional 
values; acquiring land in the northwest 
at present prices is an opportunity that 
likely will never come again. ; 

“Life insurance companies have in- 
vested very liberally in the ninth reserve 
district, and I believe that they are fully 
| justified in so doing. In the four states 
of Minnesota, North and South Dakota 
and Montana, I find that the leading 52 
| life insurance companies, who hold more 
than 91 percent of the admitted assets of 
all life insurance companies in this coun- 
try, have invested in these states, in 
farm mortgages, city loans, and other 
securities, the sum of $659,000,000. 

“T find also that in the same four 
states the amount of legal reserve on all 
policies outstanding is $274,000,000. It 
therefore appears that these companies 
have invested 240 percent of the required 
legal reserve within the borders of the 
| four states in which the policies were 
written, which I consider to be a re- 
markable show of confidence. 


What Ix Beyond? 


“As to what lies just beyond the pres- 
| ent banking frontiers in the United 
States, there are many opinions, but 
there can be no doubt that this country 
| will continue to be a very large creditor 
nation for many years to come, and that, 
therefore, the growth and responsibility 
of our banks will steadily increase. d 

“In the belief that agriculture also is 
improving its condition, which will re- 
sult in a further greatly improved con- 
sumption of goods by farmers, and in 
the belief that this improvement in in- 
dustry and agriculture will gradually be- 
come world-wide, it seems to me that 
our future prosperity depends more 
largely than most of us realize on using 
| our great wealth to develop other coun- 
| tries, particularly those located in the 
western hemisphere.” 
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REVIEWS WAR AGAINST | TAGGART ASKS FOR THE 


DISEASE IN ADDRESS 


Vice-President John K. Gore, Pru- 
dential, Speaks Before Life 
Insurance Presidents 





UNITED STATES IS TENTH 


Cancer Death Rate Is Increasing—Heart 
Disease Leading Cause for Death 
in This Country 


John K. Gore, vice-president and actu- 
ary of the Prudential, spoke to the As- 
sociation of Life Insurance Presidents 
last week in New York on “A World’s 
War Against Disease.” The United 
States record is not as commendable as 
it should be, according to Mr. Gore, as 
it only ranks tenth in the death rate. 
The effect of certain diseases on the 
death rate and the steps which are be- 
ing taken to lower them were reviewed 
by Mr. Gore. 
life insurance, automobiles, telephones 
and telegraph, railroads, public utilities, 
manufacturing and other necessities the 
United States leads the world, but in 
the field of prolonging the span of life 
the United States is far from the front. 

Justifies United States Rate 

“Even though as to the average length 
of life of its people the United States 
does not lead the world, there is some- 
thing to be said on its behalf,” said Mr. 
Gore. “It is a trite but true saying that 
this country is the melting pot of the 
nations, but, in the process of melting, 
our death rate has been adversely af- 


fected. In the last 100 years, millions 
have come to our shores from alien 
lands, some of them from races of in- 


ferior vitality, many bearing germs of 
disease, many more with unsanitary and 
unhygienic habits, and all having to pass 
through a trying period of adjustment 
to new social, economic and climatic 
conditions. The effects of immigration, 
therefore, and the heavy mortality of 
our negro population together result in 
higher death rates than might be ex- 
pected from populations more nearly 
homogeneous.” 


Reviews Diseases 


Mr. Gore reviewed at considerable 
length the death toll levied upon hu- 
manity by a group of 20 diseases, in- 
cluding cancer and heart disease. He 
said that nine countries had lower death 
rates than the United States for chil- 





He pointed out that in | 
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SUPPORT OF THE AGENTS 


UPHOLDS EXAMINATION PLAN 


Militant Pennsylvania Insurance Com- 
missioner Gave Address Before 
the Agents at Wilkes-Barre 


Insurance Commissioner Taggart of 
Pennsylvania and President Gilbert W. 
Mattson of the Pennsylvania Associa- 
tion of Insurance Agents addressed the 
Luzerne County Insurance Exchange at 
Wilkes Barre last week. There were a 
number of local agents from Scranton 
and Hazelton. Members of the Wilkes- 
Barre Life Underwriters association at- 
tended. 

Col. Taggart called attention to the 
fact that after the old system of ex- 
amination based upon local advisory 
boards of agents was abolished, condi- 
tions in the agency field rapidly became 
chaotic; that there were many cases in 
which companies and the public were 
victims of the unscrupulous and in- 
competent agents and brokers, and that 
conditions as he found them when he 
entered office required a radical change. 


Conducted With Rigid Fairness 


He assured his listeners that the ex- 
aminations he is now conducting would 
be conducted with the most rigid fair- 
ness. 
convinced that it was necessary to apply 
the present regulations to established 
agencies upon change of or extension of 
their operations, and he asked those 
agents who were long in the business 
and who were subject to the require- 
ments of the new plan, for their assist- 
ance, even at some inconvenience to 
themselves, to the end that the insuring 
public of Pennsylvania might be served 
by a body of men of higher type in the 
future than in the past. 


dren under 15 years of age; there were 
still many thousands of cases of small- 
pox in this country which could be pre- 
vented; that 14 countries had lower 
death rates from typhoid fever than the 
United States, where the rate is eight 
times higher than in England and 
Wales; that the advance in diabetes 
mortality rates, broadly speaking, seem 
to be keeping pace with the increase in 
good feeding and sedentary habits, and 
that public education was the principal 
factor in the checking of the spread of 
infectious diseases. 

Referring specifically to diabetes, Mr. 
Gore said in comparing 1921-1925 with 
1901-1905, the death rate under age 35 
has remained about the same. From 45 
and upward it has more than doubled 
within the last 25 years in the United 


ATTACKS PREMIUM 


IMPOSED ON INSURANCE | 


CHANDLER BULLOCK SPEAKS 


Life Insurance Is Most Beneficial Form 
of Thrift and Should Be En- 
couraged 


“Ii the beneficiaries of life insurance 
policies did not receive the hundreds of 
millions paid to them annually by life 
insurance companies, the states, coun- 


| ties and municipalities would face the 


He told his audience why he was | 


necessity of making for greater provision 
for public charities,” said Chandler Bul- 
lock, president of the State Mutual Life, 
in a speech before the Association 
Life Insurance Presidents in New York 
last week. But instead of encouraging 
life insurance by liberal taxes, the states 
have imposed excessive taxes upon the 
premiums as compared with other sub- 
jects. Mr. Bullock stated that the 


ol 


‘TAX __| PROMINENT MEN ON 


ur 


LIFE PRESIDENTS’ LIST 


|Big Meeting in New York Was 


wealthy and moderately well-to-do peo- | 


ple constitute only a small group of the 
62,000,000 individuals who are holders 
of life insurance policies. The speaker 
quoted Irving Fisher of Yale University 
as saying that four-fifths of the popula- 
tion in this country make little over their 
expenses and are able to save compara- 


tively nothing. “Life insurance is an 
agency tor the assistance of the eco- 
nomically weak, an enterprise for the 


mutual good of the entire nation.” 
Should Be Conscientious 
Mr. Bullock said, “If the toll exacted 
from life insurance premiums under au- 


thority of the various states is consoli- 
dated and expressed in terms of the in- 


come tax, we will find that life insurance | 


companies are paying state and local 
taxes for the 65 percent of their net 


income computed on the basis of typical | 

-T . ' 
State income tax laws. The state should | 
be just as conscientious in its attitude | 


towards lif® insurance companies and 
their policyholders as the state demands 
that the companies shall be in the con- 
duct of their own business. If a tax 


is to be levied on the most beneficent 
form of thrift in the world why not 
levy a tax that has some justification 
as a tax?” 

States. He emphasized that it is evi- 
dent that a large amount of effective 


propaganda as to diet and exercise is 
necessary before a substantial reduction 
in the mortality from this cause can be 
expected 


Heart Disease Leading Cause 


“Heart disease is today the leading 
cause of death in this country,” the 
(CONTINUED ON PAGE 28) 


| agriculture 


Addressed by Distinguished 
Leaders 


GEORGE SPOKE 


SENATOR 


Some Excellent Insurance Talks Were 
Given at the Annual Convention 
of Company Heads 


On the program of the Association of 


Presidents were men 


Che 


ganization not only arranged for leaders 


Life Insurance 


eminent in their special fhelds or- 


in the life insurance field to speak but 


those distinguished in other lines. 
Mr 


Decker was particularly interest- 


because of ins 


ing to life insurance men 

analysis of the agricultural situation in 
the northwestern states Hie is a man 
who is well versed as to industrial, agri- 
cultural and commercial conditions in 
his part of the country His was one 


of the most informing talks of the whole 
meeting 

Investments Were Analysed 
the 


James Lee Loomis, president of 
the 


Connecticut Mutual Life, handled 
question of investments with a keen un- 


derstanding. He graduated from Yale 
26 years ago and was an attorney in 
Hartford for a number of years. He 


started with the Connecticut Mutu! Life 


as assistant secretary, later became its 
vice-president and last year was made 
president Chairman Welch said that 


Mr 
culturist.” 
fore Mr. 

changed a 


Loomis is proud of being an “agri- 
Mr. Loomis stated that 
Decker made his talk he 
few comments with him 
Mr. Decker, he said, 
minded him of the difference between a 
farmer and an agriculturist An agr- 
culturist, he declared, is a man who 
knows how farming ought to be done 
and is supposed to have money enough 
to stand the In this day insur 
ance companies are particularly inter- 
ested in investments. The analysis Mr. 
Loomis made will be studied carefully 


be- 
¢xX- 
on 
re- 


loss 


Chandler Bullock's Address 


Another attorney president from New 
England was introduced in Chandler 
Bullock, president of the State Mutual 
Life. Mr. Bullock handled the time- 
worn question of insurance taxation with 
a very comprehensive understanding of 

(CONTINUED ON PAGE 27) 
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LIFE PRESIDENTS HAD 
INSPIRING MEETING 


Varied Program Was Presented at 
the Annual Convention in 
New York 


MANY NOTABLES PRESENT 


Some Addresses of Outstanding Im- 
portance to Insurance Were Given 
by Able Authorities 


The meeting of the Association of 
Life Insurance Presidents this year was 
full of interest because of the splendid 
program that had been prepared. There 
can be only one minor criticism made 
and that is on the morning of Friday’s 
session there were five speakers. This 
ran the meeting entirely too long. The 
program makers of this great organiza- 
tion should never have more than four 
speakers at one session. The fact that 
the injunction placed on the speakers 
that they should not occupy more than 
a stipulated time can not be used as a 
defense. Some speakers invariably 
break over the allotted time regardless 
of all inhibitions. 

The program this year dealt with the 
general theme which was happily stated 
“America’s new economic frontiers.’ 
The sub-head dealing with the subject 
declared that this was a challenge to 
business, education and government. 


Welch as Presiding Officer 


The association was particularly for- 
tunate in having as its presiding officer, 
President A. A. Welch of the Phoenix 
Mutual Life, who came up from the 
actuarial department. His introductions 
were punctuated with wit, fine sentiment 
and informing facts. Manager George T. 
Wight of the association always fur- 
nishes the presiding officer with a biog- 
raphy of the speakers. Mr. Welch drew 
from these related facts the high points 
that particularly individualize a speaker. 


President Kingsley’s Masterpiece 


President Darwin P. Kingsley of the 
New York Life read what was a master- 
piece in composition, oratory and ex- 
pression. President Kingsley stated to 
a representative of THe NATIONAL 
UNpbERWRITER before he read his paper 
that he considered this his final appear- 
ance on a program. This would be a 
calamity because President Kingsley 
produces constructive literary contribu- 
tions, not only to his own business but 
to the world at large. He has had three 
or four volumes of his addresses made 
to New York Life people bound. He 
has frequently appeared on programs 
other than insurance. Whatever he 
touches he refines. His philosophical 
speculations as to government, his de- 
nunciation of the “equality” plank of the 
Declaration of Independence, his great 
vision as to life insurance as an institu- 
tion, marked his New York address with 
singular force. It was a stimulating ex- 
perience to listen to such a master of 
words. 

Abels’ Original Contribution 


The most original contribution to the 
program was made by Henry Abels, 
vice-president of the Franklin Life of 
Springfield, Ill. Mr. Abels made some 
researches along lines that had not been 
explored. He sought to discover what 
becomes of life insurance money after 
it gets into the hands of the beneficiaries. 
By a survey of 1000 claims by one of the 
great companies he was able to show 
that comparatively little life insurance 
money is dissipated, even when paid in 
a lump sum. He felt that American 
Women have been somewhat maligned 
because they were not supposed to know 














DIFFERENCE OF OPINION SEEN AS TO | 
COMMISSIONER DETRICK’S ACTION | 








commissioner of California, who 


Convention of Insurance Commission- 


C ‘comics R. DETRICK, insurance | forfeit the presidency of the National 


made an attack on the Missouri de- 
partment at the National Convention of 
Insurance Commissioners meeting in 
New York, occupied a prominent place 
in the daily papers on account of his re- 
flection on the Missouri office, charging 
it with delay in making examination re- 
ports, especially on the Continental Life 
of St. Louis. Mr. Detrick is first vice- 
president of the Commissioners Conven- 
tion. He is a man of very high prin- 
ciples, of eminent character, sincere and 
conscientious. He is serious in his men- 
tal attitude. He stated that his patience 
has been exhausted until he had reached 
the point when he felt the lid should be 
blown off. By this act Mr. Detrick may 





ers. That remains to be seen. While a 
number of the departments were s}mpa- 
thetic with him, others felt that he staged 
a play in public that should not have 
been opened to a general hearing. They 
criticized his judgment. Mr. Detrick is 
regarded by many as the logical man as 
the next president of the convention. 
However, he had the courage of his con- 
victions and made the sacrifice, if it 
means that by his act he is eliminated 
from the high office because of the op- 
position he created. Mr. Detrick is one 
of the hard working commissioners and 
in the discharge of his duties is regarded 
as impartial and anxious to render real 
service. 
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very much about investments. He did 
say, however, that through the monthly 
income plan life insurance was able to 
render a greater service to beneficiaries. 
He felt that it might still go further and 
map out a plan for the smaller policy 
by suggesting that monthly payments 
be arranged, running even so short a 
period as two years. 


John K. Gore’s Paper 


One of the greatest contributions of 
the meeting was the paper prepared by 
Vice-President and Actuary John K. 
Gore of the Prudential, who assembled 
a vast amount of material as to mortality 
classification, death causes and remedies. 
In fact, the committee on resolutions 
brought in a special one relating to this 
address. It said that Mr. Gore analyzed 
and vividly presented past progress, cur- 
rent conditions and future opportunities 
in public health campaigns. Therefore 
the committee offered the resolution 
which stated this address would be of 
special interest to all public students of 
health and its broad dissemination will 
be of inestimable value td the public 
welfare. The manager was directed to 
furnish printed copies to all public health 
officials in the United States and Canada 
and to all other such persons that may 
be interested in studying this paper. 


Loomis’ and Lincoln’s Researches 


The importance of life insurance in- 
vestments is emphasized from time to 
time by a special dissertation on this 
subject. This year, President James Lee 
Loomis of the Connecticut Mutual ana- 
lyzed the investment situation from a 
classification standpoint, drawing atten- 
tion to some of the tendencies of the 
day, especially the interest in city loans 
and public utilities securities. 

y»xA mass of highly valuable statistics 
was assembled by General Counsel L. A. 
Lincoln of the Metropolitan Life, show- 
ing the growth and development of the 
propertied and monied corporations. He 
followed the thought in showing how 
American life insurance has helped eco- 
nomic growth with service and has been 
aggressive in presenting the necessity of 
life insurance. The statistics as to world 
life insurance in force of various coun- 
tries and allocated as to population were 
decidedly interesting. 


Wight Opened the Meeting 


George T. Wight, secretary and gen- 
eral manager, called the meeting to 
order. He said that the audience was 
representative of the business. 
frontiers of American life insurance, he 
observed, were right at hand. Mr. Wight 
said that there had been much discus- 
sion in the executive committee as to 
just what clothing the chairman should 
wear. Mr. Wight introduced Archibald 
A. Welch, president of the Phoenix Mu- 
tual Life, who was Presented at the 
meeting as one of the “elder statesmen.” 


Welch Easy in the Chair 


Mr. Welch proved to be a most de- 
lightful presiding officer, always easy 
and versatile. His introductions of 
speakers were appropriate, bringing out 





All the | 








| 


| century and twice 


some of the high points in the career of 
each. He referred to the fact that Mr. 
Wight was celebrating his twentieth 
year with the Life Presidents Associa- 
tion. This convention was the twenty- 
first. Mr. Welch stated that so far as 
he could learn the successful presiding 


officer must combine the qualities of 
Mark Twain, Matthew Arnold and 
“Billly” Sunday. 


Gave Interesting Figures 


In his opening address he gave some 
figures showing the enormous advance 
that life insurance has taken during the 
present century. Last year he said there 
were $1,500,000,000 paid to policyhold- 
ers’ beneficiaries, being eight times the 
amount paid at the beginning of the 
the amount of 1920. 
This year, he said, the new business 
written will be $16,700,000,000 or $239,- 
000,000 over 1926. The present genera- 
tion is buying more life insurance, Mr. 
Welch said, than its predecessors. At 
times comment is made by observers to 
the effect that this is an extravagant age, 
but regardless of that Mr. Welch said 
that the people of this day might be 
called life “insurance thrift addicts.” 

There are 62,000,000 policyholders and 
there is $87,000,000,000 in force, 10 times 
the amount found at the beginning of 
the present century. Mr. Welch urged 
that the standards of the business be 
maintained on a high plane. 


Dr. Faunce’s Address 


Dr. H. P. Faunce, president of the 
Brown University, was the first speaker. 
Chairman W elch in introducing him said 
that at no time in the history of Ameri- 
can business life have men been more 
keenly alive to the necessity for the em- 
ployment of trained minds and for the 
continued development of those minds 
to educational processes. Dr. Faunce 
before launching into his paper referred 
to the fact that John D. Sage, president 
of the Union Central Life, was in the 
audience. Mr. Sage is an alumnus of 
Brown and is now a trustee of that in- 
stitution. Dr. Faunce said that he was 
touched and even thrilled when he en- 
tered the room and saw the American 
and British flags side by side back of 
the platform. He said “That is where 
they belong, side by side. May they 
never be sundered for a thousand years 
to come.” 


Much Experimenting in Education 


Dr. Faunce said that he believed in 
life insurance and took out a policy three 
days after he was married. In his talk 
he declared that there is much experi- 
menting going on in the educational 
field. Educators do not seem to be sure 
of their objective. He said thar in a 
number of institutions all the virtues 
were summed up in “Thou shali not.” 
This method, he said, cannot help but 
stunt students. Dr. Faunce declared 
that what is needed is colleges that have 
a purpose and a goal. The purely nega- 
tive treatment of education brings dis- 
astrous results. Dr. Faunce declared 
that purely vocational training or that 

(CONTINUED ON PAGE 30) 





AGENTS TO BROADCAST 
A BETTER MESSAGE 


Vice-President Davis of the Equit- 
able of New York Tells 
Possibilities 


FIELD MEN DEFENDED 


Declares That Home Office Should Give 
the Producer a Greater Vote 
of Confidence 


Frank H. Davis, vice-president of the 
Equitable Life of New York, spoke be- 


fore the Life Presidents’ Association 
last week. 
He said that life insurance is a 


human business having to do with hu- 
man values and created for safeguarding 
them. It protects particularly those 
who are dependent. He said that life 
insurance has become the greatest busi- 
ness in the country not because of its in- 
trinsic work but largely because of the 
manner in which the business has been 
conducted. He referred to the success 
with which the affairs of companies 
have been administered and to the effec- 
tive work of the agents. Working to- 
gether he said they are responsible for 
the astonishing exhibit that is seen to- 
day. The agent, Mr. Davis said, would 
be severely handicapped if the administra- 
tion of his company was weak and de- 
fective. A company would have nothing 
to administer if it were not for the busi- 
ness produced by the agents. 


Agent Is Point of Contact 


The agent, he said, is the only point 
of contact with the insuring public in 
general. He feels that the home office 
should have a larger conception of the 
agent’s usefulness and give him a 
greater vote of confidence. The agent, 
he said, is the man who induces others 
to buy life insurance. The man who 
starts a person on the life insurance 
road, which means that the dependents 
will be safeguarded, is doing a construc- 
tive and important job. Very generally 
the idea of life insurance is sold. One 
of the best sold ideas in the world today 
is that a person should insure his life. 
Mr. Davis said men do not come up to 
the counter and purchase life insurance. 
They have to be persuaded to buy. The 
only instrument that companies have to 
exercise that persuasion is the agent. 


Agent Translates Spirit 

He said all the officials are concerned 
in keeping up with public opinion as it 
now exists toward life insurance. The 
spirit of the home office, the spirit ot 
the entire institution of life insurance 
must be translated to the public by the 
agent. The agent, he said, can and will 
occupy a larger, bigger and more useful 
place in life insurance for the future than 
he does today. The agent will need to 
be better trained, better equipped to ren- 
der a higher order of service. 


Can Assist in Selection 


He held that the agent is an effective 
and proper means to improve the selec- 
tion of business. He thinks that home 
office people are inclined to be narrow 
in their views as to the attitude of agents 
in this regard. The agent, he said, can pass 
helpful judgment as to risks. An agent, 
he said, who is properly trained and 
equipped can give a good opinion on the 
character or insurability of an applicant. 
He said that the agent could be encour- 
aged to serve in a larger fashion and in 
a larger way than they are doing uow. 
He stated that the competition for life 
insurance is negligible between one com- 
pany and another. Real competition is 
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HAMILTON 


as first Secretary of the Treasury, exhibited the 
highest form of financial genius in bringing order 
out of chaos and establishing a sound basis of 
banking operations in the United States. Finan- 
cial problems today often prove very serious 
obstacles to the progress of life insurance 
salesmen. 


First-premium notes are worries that occasionaly as- 
sume serious proportions in the operations of con- 
sistent producers of new business. Undependable or 
unstable discounting connections add to the sales- 


man’s problem of financing. 


No handicap is experienced by American Central rep- 
resentatives who qualify for membership in the Com- 
pany's Agents’ Fund. These men have the assurance 
of clear net accounts, working capital, and a friendly 
discounting service that is available every day in the 
year, regardless of economic conditions. 


cm i cm 


CREDIT TRAINING is an added feature of this 
fifth step in the American Central Plan. Credit 
train'ng means better prospects, sounder selling, 
good collections—a sure road to success when 
coupled with the convenient disposition of first- 
premium notes through the Agents’ Fund. 

















what a man is going to do with his 
money if he doesn’t buy life insurance. 


Great Work of the Agent 


Speaking further, he said: 

“The average-sized policy in this coun- 
try is yet small. No appreciable volume 
of our business comes in large policies 
from men whose means are such that 
they can easily and comfortably provide 
life insurance. But the agent must over- 
come all of these things. He is con- 
stantly gnawing at the very backlog of 
all evil—selfishness. He must overcome 
these in order to present to us the appli- 
cation for life insurance which he has 
visualized as something that has a real 
property value, something that is just 
as important to that family as a car or 
store or house and lot. 

Sells the Idea of Protection 


“He is the man who after all sells the 
idea of life insurance protection. lf we 
are going to accomplish what | believe 
we will accomplish, it will be in part 
through a larger appreciation of the 
agent and his responsibilities to those 
in his community. We must remember 
that life insurance gives the means 
which no other method or system has 
yet provided, as I say, of protecting a 
man’s dependents and making him rea- 
sonably independent. The agent is the 
man who must convince the man of that. 
The agent is the man who must make 
sure and certain that the man is going 
to take advantage of it now, not at a 
more convenient season. I belfeve that 
our progress in the future is going to 
be in larger measure dependent upon a 
bigger, a better, a more _ serviceable 
agent. 

WIll Broadcast Better Messages 


“Just as radio has daily broadcasted 
the human voice throughout this coun- 
try to millions of people, and has been 
heard and registered because it was a 
human voice coming to another human 
being, just so are our agents in the fu- 
ture going to broadcast bigger and bet- 
ter messages, supported by a greater 
measure of confidence in their home offi- 
ces. You will find the honorable agent 
stands everywhere on the outposts of 
this country and his name is legion. He 
is broadcasting to the people of his com- 
munity the spirit of his home office, and 
if properly depended upon, he can and 
will faithfully reproduce his master’s 
voice. 





Further Announcements 


Of 1928 Dividends Made 


UPPLEMENTING the list of 1928 
dividend announcements in a recent 
issue, later reports are: 

Baltimore Life—1928 dividends same 
as 1927. 

Berkshire—An increased schedule is 
announced for 1928. 

Federal Life, I1l.—1928 dividends are 
higher than those paid in 1927 and the 
company is making a reduction in the 
non-participating rates at the same time. 

International Life—Increase of about 
10 percent for 1928. 

Mutual Life, N. Y.—New 1928 divi- 
dend scale shows considerable increase 
over previous scale. 

New York Life—Booklet “All About 
Dividends” shows the same totals for 5, 
10, 12 and 20 years as were shown in the 
1927 issue. 

Northwestern Mutual Life—Dividend 
scale in use since 1925 continued. 

State Mutual Life—Increase of about 5 
percent announced for 1928. 


Receiver Pays Creditors 

Dividends to creditors of the F. B. 
Collins Investment Company are being 
sent out by the American-First Trust 
Company of Oklahoma City, receiver. 
The first dividend is 10 percent and 
creditors are informed that there will 
be further distributions. The F. B. Col- 
lins Investment Company did a large 
business in western farm mortgages and 
had many customers among life insur- 
ance companies. The concern failed 
several years ago and this is the first 
dividend. 








DISPOSITION OF WOODS 
ESTATE IS INTERESTING 


DISCRETION GIVEN TRUSTEES 


Only Personal Property Left by Equit- 
ables Great General Agent at 
Pittsburgh 


PITTSBURGH, Dec. 15.—Employes 
of the late Edward A. Woods, head of 
the Edward A. Woods Company, local 
representative of the Equitable Life, 
were remembered in his will which was 
offered for probate last week in the 
office of Register of Wills Joseph N. 
Mackrell. 

The will disposes of an estate worth 
m excess of $1,000,000. This consisted 
exclusively of personal property. Mr. 
Woods did not leave any real estate. 

The will directed that every household 
employe who had been in the service of 
the family for more than two years 
should receive $100 for each year he had 
been in the employ of the Woods 
family. 

The will provided that each grand- 
child be given $5,000, which is to be 
placed in trust and the principal and in 
come used in providing a collegiate or 
professional education. In the event 
that any grandson dies before he re- 
ceives his bequest, his share is to go 
to Princeton University, while the share 
of each granddaughter who might die is 
to go to Vassar College. 


Control by Trustees 


The deceased. directed that his 
brother, Attorney Charles A. Woods, 
and William M. Duff, are to have con- 
trol of the management of the estate, 
as they are conversant with the affairs 
of his business and he consulted them 
during the period of his lifetime. 

They are empowered to carry out all 
contracts which might exist at the time 
of his death for the sale of stock to 
officials and employes of the Edward A. 
Woods Company. 

The income of the estate is to be paid 
to his widow, Mrs. Gertrude Macrum 
Woods, and any portion which is in 
excess of her needs is to be paid to his 
son, Edward W. Woods, and his daugh- 
ter, Marjory Woods Robinson. 

At the death of his widow the income 
of the estate is to be paid to his son 
and daughter. The grandchildren are 
to receive their parents’ share at the 
latter’s death. 

Left to Their Judgment 


The exclusive management of the 
estate is left in the hands of Attorney 
Woods and Mr. Duff, and they may 
make disposition of the same as in their 
judgment owing to political conditions 
existing and threatening, or in the event 
of unwise and excessive taxation, they 
dem should be done. 

Woods explained in the will that he 
did not make any charitable bequests 
because he had confidence that his 
widow would do so out of the estate 
that he had provided for her during her 
lifetime and also because of the fact 
that he had taken care of certain chari- 
ties who were made beneficiaries in in- 
surance policies he had carried for them. 

The deceased also stipulated in the 
will that the estate he left is not to be 
subject to debts and obligations of his 
beneficiaries. 

The exact worth of the estate will not 
be ascertained until after the inventory 
is completed. 








Date of Club Dinner Set 


Dec. 23 is the date set for the agency 
dinner-dance given by the Herman 
Hintzneter Chicago general agency ot 
the Mutual Life of New York for the 
members of the $125,000 Club. It is 
expected that about 350 people will be 
present at the dance that is to follow 
the dinner. The principal speaker will 
be Congressman Henry R. Rathbone of 
Tilinois. 
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~ Beaten Tracks are Not Made 
4, x for MOUSE TRAPS 


There is an old proverb that goes something like this, “If 
you make a better mousetrap than any one else the world 
will trod a beaten track to your door, even though you 
live in a forest.” 


Modern business has time and again disapproved 
this proverb. For today it is not enough that you 
make a good mousetrap. You must tell the 
world that you do. 


The advertising of the Peoples Life 
(Illinois) has just such an aim. 
What is your feeling towards the 
Peoples Life (Illinois) since reading 
our advertising? We would like 
to know. 


2 a 
THE PEOPLES LIFE (ILL) 
ADVERTISING MAN. 
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TAGGART JUMPED INTO 
LIMELIGHT GLARE 


Pennsylvania Official Assumed 


Role of Critic at the Commis- 
sioners’ Meeting 


WANTS A WORKING BODY 


Number of Subjects Were Brought Up 
at the Midyear Meeting 
in New York 


Although the National Convention of 
Insurance Commissioners will not hold 
a spring meeting its executive committee 
decided that a meeting of that commit- 
tee would be held at West Baden, Ind., 
the latter part of May or fore part of 
June. This will practically mean a gen- 
eral meeting of the convention and will 
assume the proportions that the execu- 
tive committee meeting did at Chatta- 
nooga in 1927. J. G. Read of Oklahoma, 
chairman of the executive eommittee, 
will preside at the West Baden meeting. 
Undoubtedly the meeting will assume 
the scope of a general convention meet- 
ing. 

Taggart in Stellar Role 

Commissioner Taggart of Pennsyl- 
vania assumed the stellar role at the 
final session as a critic of the conven- 
tion. Mr. Taggart had called a meet- 
ing of the committee of which he is 
chairman, viz., the committee on miscel- 
laneous subjects, for 9 o'clock Wednes- 
day morning. This is an unholy and 
unearthly hour for insurance commis- 
sioners to meet. Col. Taggart was the 
only member present. In _ presenting 
his report he facetiously remarked that 
he was embarrassed because there were 
an even number of members present so 
nothing could be passed. He said that 
he spoke for the “committee as a whole.” 
He went merrily on telling about the 
deliberations of the committee and the 
decisions rendered. So far so good. 


Criticized the Members 


Then Col. Taggart launched into a 
caustic criticism of the members for not 
coming to the meetings with a serious 
purpose. He said that if the commis- 
sioners are to be taken seriously by 
company officials, insurance men in gen- 
eral and the public at large, meetings 
must be held for working purposes and 
not for pleasure. Before he went to the 
New York meeting he said there was 
only one definite committee appoint- 
ment made although he was a member 
of a number of committees. He came 
to the meeting, he said, because he felt 
there was something to do but he did 
not care to spend his time and the 
money of the state in coming to com- 
missioners’ conventions unless there was 
something of a serious nature on hand. 
He called attention to the fact that 
some of the items on the agenda of some 
of the committees dated back to 1920 
and had never been disposed of. He 
said that this was a serious reflection on 
the commissioners. These things should 
be taken up and decided one way or 
the other and not kept on the hook so 
long, in his estimation, 


Challenge from 


Col. Taggart’s sharp accusations 
brought a challenge from Commissioner 
Caldwell of Tennessee, the president of 
the organization, he saying that in his 
opinion the association was doing ex- 
cellent work, that many men were giv- 
ing it.much service. He promised that 
thereafter Col. Taggart ‘would have 


Commissioners 





plenty of work to do. Commissioner 
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of the National Convention of In- 

surance Commissioners Superin- 
tendent Beha of New York stated that 
he would file later the list of department 
men at the convention. At the roll call, 
when each commissioner announces wlio 
is present from his department, there is 
always a laugh when Mr. Beha names 
the attendants from New York, as they 
make a formidable group. Henry D. 
Appleton, the first deputy, who is a vet- 
eran in the convention, never fails to be 
present. During the roll call Stacey W. 


D* RING the roll call at the meeting | 


Wade, insurance commissioner of North | 
Carolina, arose announcing his resigna- | 


tion and introducing his successor, Dan 
C. Boney, who was formerly the deputy. 
Mr. Boney is an attorney. The Insur- 
ance Commissioners Convention regrets 
to lose Mr. Wade, as he was one of the 
stalwarts of the organization. He goes 
to Durham to engage in the loan busi- 
ness with a trust company. 
* * K 


There was a big battery of former 
commissioners present this year, Ohio 
leading the list with “exes.” From that 
state came Arthur I. Vorys, Judge 
Harry L. Conn, B. W. Gearheart and 
W. Tomlinson. Frank M. Julian 
and A. W. Briscoe were present from 
Alabama. Frark H. Hardison and Clar- 
ence W, Hobbs were former Massachu- 
setts commissioners. Jesse S. Phillips, 
now president of the Great American 
Indemnity, was formerly New York 
commissioner. F,. R. Stoddard, Superin- 
tendent Beha’s immediate predecessor, 
looked on. Bruce Bullion was on from 
Arkansas. Walter K. Chorn was present 
from Missouri. J. Victor Barry, vice- 
president of the Metropolitan Life, was 
former Michigan commissioner. H. L. 
Ekern was present from Wisconsin. 
John A. Hartigan, inspector of agencies 
of the Equitable Life of New York, was 
former Minnesota commissioner. R. 
Merrill, vice-president United Life & 
Accident of Concord, was formerly in- 
surance commissioner of _New Hamp- 
shire. T. S. McMurray and Miles Schaf- 
fer, one time Indiana commissioners, 
attended. 

* * * 

T. G. McConkey, general manager of 

the Canada Life and president of the 


said that the organization was 
a working one and averred 
Taggart’s remarks were uncalled for. 
Commissioner Monk of Massachusetts 
took a similar position. Altogether 
Col. Taggart’s condemnation did not set 
well with a number of commissioners 
although some serious minded ones felt 
he was justified. 


Ohio Tax Situation 


Button 


When Superintendent Beha of New 
York arose at the last session to make 
some remarks the official stenographer 
called out “What is the name?” This 
brought out a vociferous laugh because 
the high powered, large framed New 
York superintendent bulks big when he 
rises to his feet. Superintendent Beha 
suggested that inasmuch as the Metro- 
politan Life on behalf of other outside 
companies had secured an injunction in 
Ohio restraining the authorities from 
collecting the extra one-half percent 
tariff on premiums from last year’s 
business because it was retroactive, the 
convention might very well go on 
record in his opinion as favoring the 
states not collecting the extra one-half 
percent from Ohio companies under 
the retaliatory laws until a final deci- 
sion was reached in the higher court as 
to the validity of the act with reference 
to collection of last year’s taxes. He 
said that in New York no action had 
been taken as yet to collect the extra 
tax because he felt the Ohig companies 
were amply able to pay it when the de- 
cision was rendered. In some states 


that Col. | 
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Canada Life Officers Association, min- 
gled with the lobbyists at the hotel. 
x *k * 

Burt Miller of Cleveland, former Dis- 
trict of Columbia commissioner, with 
the omnipresent cigar pushed far back 
in his mouth, greeted his old time asso- 
ciates. 

* “@& @ 

J. A. O. Preus, formerly Minnesota 
superintendent and later governor, at- 
tended this year. He is now a member 
of the Chicago insurance general agency, 
W. A. Alexander & Co 

xk * * 

President Caldwell got confused at 
times with Director of Trade & Com- 
merce H. U. Bailey of Illinois. He al- 
ways referred to him as Mr. Cochrane. 
Mr. Bailey and Commissioner Cochrane 
of Colorado resemble one another. 

* * * 

A number of prominent fraternal peo- 
ple were present at the meeting. Among 
the number were S. H. Pipe, Indepen- 
dent Order of Foresters, who is presi- 
dent of the National Fraternal Con- 
gress; E. J. Dunn of Chicago, Loyal 
Americans, vice-president of the Con- 
gress; Thomas F. MacDonald, Catholic 
Order of Foresters, secretary of the 
Congress: Judge T. L. McCullough of 
the Praetorians. S. A. Oscar of the 
Beavers, Madison, Wis.; J. J. Lentz of 
the American Insurance Union; W. R. 
Shirley, Brotherhood of American Yeo- 
men; John E. Owen of the Maccabees; 
Hill Montague of the Golden Sea! of 
Richmond, Va.; Mrs. Mary E. LaRocca 
of the Woodmen Circle; John Sullivan, 
Modern Woodmen; H. L. Ekern, Luther- 
an Brotherhood; Nelson O. Tiffany, 
Buffalo Life: Harry J. Greene, Home- 
steaders; J. V. Abrams, Security Bene- 
fit of Topeka. 

* * 

Henry Abels, vice-president 
Franklin Life, was one of the earliest 
comers to the meeting. 

se ¢ 
Secretary Claris Adams and Associate 


Counsel T. W. Blackburn represented the | 


American Life Convention. 
*x 


John T. Hutchinson, 
Insurance Federation of 
usual, came to the meeting. 


secretary of the 
America, as 








| that it was now his 





the full 3 percent is collected from the 
Ohio companies and one-half percent 
is held as trust pending a decision. 

Button Experiences Exquisite Pleasure 


: Commissioner Button of Virginia said 
that during the 21 years he has been in 
office he had not been able to enforce 
the retaliatory tax law as Virginia had 
a higher tax than other states. He said 
“exquisite pleasure” 
the retaliatory law to Ohio 
companies. Mr. Beha said that New 
York is one of the low. premium tax 
states, it being 1 percent. He said that 
it was unnecessary to apply a retaliatory 
law unless the department desired. Col. 
Taggart of Pennsylvania said that if he 


to apply 


collected the full 3 percent and held one- | 


half percent in trust he would become 
personally responsible for the one-half 
percent. 
exceeding his powers. He said that 
it would be a gracious thing for the 
states to await the Ohio decision. 


Action in Other States 


Commissioner Dunham of Connecti- 
cut said that his department had taken 
no action to collect the extra one-half 
percent from Ohio companies. Director 
of Trade and Commerce Bailey, Illinois, 
said that the extra one-half percent was 
being held in his state in trust awaiting 
the decision. Commissioner Button said 
that he would collect the extra one-half 
percent from Ohio companies regardless 
of ary action the convention might, take. 
Superintendent Beha said that in his 

(CONTINUED ON PAGE 33) 


of the | 


He believes that he would be | 


ANALYZES INVESTMENT 
FIELD FOR COMPANIES 


Record Growth in Admitted As- 
sets This Year Intensifies In- 
vestment Problems 





| JAMES L. LOOMIS SPEAKS 


Increasing Popularity of City Mortgages 
Is Outstanding Trend, Says Con- 
necticut Mutual Life President 


President James L. Loomis of the 
Connecticut Mutual Life spoke on “Syn- 
chronizing Life Insurance Investments 
With Changing National Needs” before 
the Association of Life Insurance Presi- 
dents in New York last week. During 
the 22 years ending with 1926, the re- 
sources of life companies have become 
five times as great, while the national 
wealth has increased only three and 
one-half times. Mr. Loomis said, in 
part: 

New Record Growth 

“Convincing evidence of the continued 
economic growth and wellbeing of the 
United States is found in the fact that 
the admitted assets of the country’s life 
insurance companies have _ increased 
more than $1,500,000,000 during the pres- 
ent year. This year’s increase sets a 
new record. In 1926, the increase was 
$1,402,000,000: and in 1925, $1,144,000,- 
000. Today, there is at work to the ad- 
vantage of our citizens (of whom about 
62,000,000 are individual policyholders) a 
life insurance fund of $14,500,000,000, as 
compared with a similar fund of $5,941,- 
(000,000 ten years ago. The difference of 
$8,559,000,000 is the growth of a decade. 
| More than $14,000,000,000 of this life in- 
| surance investment fund is at work 
within the United States. 

Division of Assets 





“The présent total admitted assets of 
the 52 contributing companies, namely 
$13,180,000,000, is divided into the fol- 
| lowing major groups with which we are 
| principally concerned, the percentage 
which each group bears to the total as- 
sets also being shown: 











Pet. of 
Amount otal 
| Farm mortgages...$ 1,999,000,000 15.2 
Other mortgages... 3,717,000,000 28.2 
| Total mortgages.$ 5,716,000,000 43.4 
ARS eveszuye nt 
| eR ee 2 1,115,000,000 8.5 
| Ratirond bonds and 
ID tater acd aig 2,574,000,000 19.5 
‘Public utility bonds 
and stocks.. 1,019,000,000 7.7 
Other bonds and 
0 ERP 208,000,000 1.6 
Total bonds and 
re $ 4,916,000,000 37.8 
All other admitted . 
Pe Basa wan eed 2,548,000,000 19.3 
| Total admitted 
SE éenccacus $13,180,000,000 100.0 


Principal Investment Groups 


“The four principal groups with which 
we are most concerned, comprising 70.6 
| percent of the admitted assets, discussed 
} in the following order, are: City mort- 
| gages, public utility bonds and stocks, 
| farm mortgages, railroad bonds and 
stocks. We will review the trend and 
comment briefly on each of these groups. 
| “City mortgages, totaling $3,717,000,- 
000, now comprise 28.2 percent of the 
admitted assets. It is in this direction 
that the most marked change in invest- 
ment policy is noted. The extensive use 
of the city mortgages as an outlet for 
funds seeking investment, is, in the ab- 
sorption of capital, the outstanding trend 
and development of the whole invest- 
ment field. This group has increased 
from the close of 1921 to the close of the 
present year, an average of over $400.- 
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N the rigorous life of a Crusader, there. 
was no finer moment than the royal 
welcome which greeted his safe return. ° 
And the memory of hardships and perils 
added zest to the warmth of public acclaim. 
But that moment of glory, like all other moments, 
quickly passed. That was not his real reward. 
Down through the years, he enjoyed the lasting 
respect of his fellow men. And when old age 


crept upon him, he was proud to accept the ben- 
efits of a simple feudal custom through which 
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the community took care of all his needs. 
That was his real reward for service. 

And that, too, is the reward of Phoenix 
Mutual men. In Phoenix Mutual service, 
the stimulus of Home Office appreciation 
is never overlooked and work well done never 
forgotten. 

But more important still is the official record of 
service which year by year increases the /ife in- 
come which each salesman has the right to ex- 
pect at retirement. 


PHOENIX MUTUAL LIFE INSURANCE COMPANY 


HARTFORD, CONNECTICUT 
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OUR AGENTS’ WORKING TOOLS 


Participating 
Non-Participating 
Sub-Standard 
Preferred Risk 
Pay Roll Deduction 
Monthly Premium 
Policies for Women 
Child’s Educational 
Juvenile Policies 
6% Guaranteed Income 
Life Income 
Modified Life 
Low Cost Term 
Double Indemnity 
Disability Income 
Premium Waiver 
5% on Policy Proceeds 
Age Limits: 1 day to 
65 Years 





Openings for agents in the following territory: Ala., Ark., Ariz., 
Cal., Colo., D. C., Fla., Ga, Ky., La., Md., Minn., Miss., Mo., N. C., 
N. J., N. M., Ohio, Okla., P. R., S. C., Tenn., Tex., Va., W. Va., Wyo. 


For additional information, write direct to: 
W. T. O’Donohue, Vice-Pres. and Agency Mgr., Greensboro, N. C. 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE, GREENSBORO, 
President North Carolina 


OVER 320 MILLIONS IN FORCE 























The Easiest Time 
To Sell Group 


About 27,000 families 
received approximately 
$50,000,000 in benefits from Group insur- 
ance during last year. 


Anything that benefits so many people 
to such an extent is a live issue. A very 
live issue. 


The end of the year is the easiest time 
to sell Group insurance. An hour spent 
on a case now is worth more than at any 
other time. 


We are ready and able to help you 
close your Group cases. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


4) date. 


000,000 per year. The increase of 1927 
will be about $566,000,000. The percent- 
age to admitted assets has also steadily 
risen from 16.7 percent to 28.2 percent. 

“It has been found impracticable to 
attempt to separate the housing loans 
from the other city mortgage loans held 
by the life insurance companies. Twelve 
of the companies, however, having at 
the end of 1926, $2,280,000,000 of city 
mortgages, have made this separation in 
their city mortgage account. This figure 
represents 72.3 percent of the city mort- 
gages of all contributing companies. At 
the end of 1925, 56.4 percent of the city 
mortgage loans of these companies was 
invested in housing loans; and at the end 
of 1926, 61.8 percent of their total city 
mortgages was invested in housing 
loans. The balance of 38.2 percent, be- 
ing chiefly mercantile and commercial 
loans, represents capital supplied for 
business purposes. 


Small Factor in Utility Field 


“While the investment in the public 
utility field is the least of the four 
groups under discussion, the increase 
curing the present year has exceeded 
$200,000,000, and is greater than the in- 
crease in either the farm mortgage or 





JAMES LEE LOOMIS 
President Connecticut Mutual Life 


the railroad group. Securities in this 
class at the close of 1921, $224,000,000, 
represented 3 percent of the admitted 
assets. A year ago, they represented 
6.9 percent, and now, about 7.7 percent. 

“The total farm mortgage indebted- 
ness may be approximated at $9,000,- 
000,000. The farm mortgage invest- 
ment of all the life insurance companies 
is roughly 24 percent of the total farm 
mortgage indebtedness. At the close of 
1921, the 52 companies had loaned to 
the agricultural interests of the coun- 
try, $1,322,000,000, or 17.7 percent of 
our assets at that time. This invest- 
ment has steadily increased in volume to 
the estimated amount, at the close of 
1927, of $1,999,000,000, which represents 
15.2 percent of the assets. This item 
as of Dec. 31, 1926, stood at $1,942,000,- 
000, exceeding by $232,000,000 the out- 
standing mortgages of the federal and 
joint stock land banks as of the same 
Through the medium of these 
federal and joint stock land banks, an 
increasing reservoir of capital has been 
borrowed at low rates of interest on 
tax-exempt bonds, and loaned to the 
farmers on terms very favorable to the 
borrower. Dec. 31, 1921, these insti- 
tutions held farm mortgages to the 
amount of $518,000,000. At the end 
of 1926 their farm mortgage holdings 
aggregated $1,710,000,000. 

Has All Capital Required 


“The mortgage indebtedness on en- 
cumbered farms represented about 42 
percent of the 1925 value of the mort- 
gaged property. The point is, as ap- 
plied to the better developed sections 
where life insurance loans are made, 
the farming industry seems to have 
outstanding under present conditions 
about all the capital required in the 
way of funded indebtedness and about 
all that it can profitably use. Larger 











borrowings for temporary needs may 
perhaps be called for. With the steady 
improvement in the banking situation in 
the states of the corn and wheat belt, 
such funds will undoubtedly be supplied 
through these channels, 

“Civilization is such a delicately ad- 
justed affair that we hardly realize the 
importance of a transportation machine 
that functions perfectly. The necessity 
of this public service has made the 
transportation field a most desirable one 
for life insurance investment: and at the 
close of 1927, we shall have, as esti- 
mated, $2,574,000,000 in railroad bonds 
and stocks, having increased this item 
from $1,719,000,000 at the close of 1921, 
As a percentage of the assets, however, 
the change is quite marked, and in the 
other direction, going down from 23 
percent as of Dec. 31, 1921, to about 
19.5 percent ag it will appear Dec. 31, 
1927. 

Decrease in Government Securities 


“United States government securi- 
ties have decreased from $801,000,000, 
at 10.7 percent of the admitted assets, 
to $435,000,000, representing at present 
3.3 percent of the assets. Eleven years 
ago, and prior to the war, this, of 
course, was a: nominal item standing at 
$1,500,000. While some of these bonds 
have been called for payment, the 
marked falling off in the holding of 
United States government securities ap- 
pears to be primarily due to a reduc- 
tion in the effective rate to a return 
barely covering legal reserve require- 
ments. 

“State, county and municipal bonds in 
volume have a little more than held 
their own—$348,000,000 six years ago, 
against $356,000,000 at present, with a 
reduction in percentage to admitted as- 
sets from 4.6 percent to 2.7 percent. 

“Canadian government bonds have 
also a little more than held their posi- 
tion, $157,000,000 at $2.1 percent of the 
admitted assets, against $290,000,000, or 
2.2 percent of the assets at present. 

“Six years ago, other foreign govern- 
ment bonds stood at $111,000,000, or 
$1.5 percent of the assets. This item 
has decreased to $34,000,000, and now 
represents but .3 percent of the assets. 
With a relatively attractive rate, it is 
evidently the consensus of opinion not 
yet to pursue investments in this field. 

“It is gratifying to note that the pol- 
icy loan account as a percentage to the 
assets, decreased in the five-year period 
ending Dec. 31, 1921, from 14 percent to 
13 percent, and at the close of the pres- 
ent year, this percentage will show a 
further reduction to 12.1 percent. Evi- 
dently our policyholders, as a family, 
are in prosperous condition. 

Other Attractive Investments 


“There are many strong and attrac- 
tive investment issues, well tested, in 
other lines of industry, that in the past 
20 years have become more and more 
necessary to the public welfare and 
progress, into which it seems, with wise 
limitation, we all might have some ad- 
mission. : 

“We are seeking to establish an in- 
vestment structure so constituted that 
it will accomplish three results: Stand 
stress and strain in any direction and 
provide the greatest possible security 
for policyholders; make the largest pos- 
sible contribution to national wealth and 
welfare, because the body of our policy- 
holders is the body of the common- 
wealth; and produce for the policyhold- 
ers and their beneficiaries the best pos- 
sible investment return consistent with 
the foregoing objectives. 

“Some of our investment statutes, 
very well adjusted to conditions 25 years 
ago, may need revision, that they may 
all the better accomplish the purposes 
for which they were enacted. What- 
ever the statutes may be, the security 
of the invested funds rests primarily 
in the integrity, character and intelli- 
gence of each company’s executives; and 
with what faith and confidence our pol- 
icyholders and their beneficiaries may 
look for contentment and satisfaction 
in the future, is attested by the unex- 
celled investment record of the past.” 
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OF THE LIFE INSURANCE PRESIDENTS 








Alfred Hurrell, vice-president and gen- | 
counsel of the Prudential, formerly | 


era 
head of the legal department of the 
Presidents’ Association, was* chairman 


of the reception committee. Herbert C. 
president of the Canada Life, was 
vice-chairman. All reception committee 
presidents wore blue badges, extending 
themselves through the ambulatory lead- 
ing from the 44th street entrance of the 
Astor to convention hall. 


Cex 


| 


* * ~ 
William Alexander, secretary of the 
Equitable Life of New York since 1880, 
a man of culture and refinement, one of 
the veterans, closely resembles the late 
Senator Henry Cabot Lodge of Massa- 
chusetts. 
x * * 
President Emmet C. May and Vice- 
resident Walter E. May of the Peoria 


P 
Life, father and son, were seldom sepa- 
rated at the meeting or in the lobby. 

x * * 

General Manager and Vice-President 
Norman R,. Moray of the Hartford Acci- 
dent & Indemnity attended the first 
day's sessions. 

* * * 

commissioners were on 

Beha of 


Two insurance 
the program, Superintendent 
New York and Commissioner Caldwell 
of Tennessee. Some of their associates 
attended the meeting as they themselves 
had held their gathering at the Astor 
the early part of the week. Among them 
were Monk of Massachusetts, Bailey of 
Illinois, Detrick of California. Baker 
of Kansas, Foster of Ontario, Sharp of 
Quebec, Cousins of Texas, Maloney of 
Arkansas, Dunham of Connecticut, 
Freedy of Wisconsin, Button of Virginia, 
Dumont of Nebraska. 

x* * * 

Lawrence Priddy, one of the star 
agents of the New York Life in Manhat- 
tan, militant reformer in life insurance, 
sturdy combatant in the fight for good 
practices, former president of the Na- 


tional Association of Life Underwriters, 
sat in the front row. 
* * . 
Back of the speakers’ platform were 


the American and British flags, symbolic 
of the Canadian and United States com- 
pany membership. Canadian members 
are the Canada Life, Confederation Life, 
Imperial Life, London Life, Manufac- 
turers Life, North American Life, North- 
ern Life, Sun Life. 
x * * 

Haley Fiske, president of the Metro- | 
politan Life, appeared with the ever 
present carnation in his coat lapel button 
hole 

x * * 

Dr. John P. Munn, formerly president 

of the United States Life, comes in every 


year to attend the meeting. Dr. Munn’s 
hirsute growth takes one back to the 
days of 50 years ago. He is now chair- 


man of the board. 
agents are 


During December the 

featuring him in production. 
x * * 

Williams 


The brothers, W. J. and 
Charles F., president and vice-president 
of the Western & Southern Life, were 


prominent officials present. 
vice-president and general counsel, 
also on hand, as was A. I. Vorys 
Columbus attorney, who is a director. 

* 1K - 
Houston, president of the 
Mutual Life of New York, attended his 
first presidents’ convention. He was a 
member of the reception committee. 

* * + 
Olson, president of the Mu- 


Clyde John- 
son, 


was 


David F. 


Edwin A. 


tual Trust Life of Chicago, who recently 
resigned as United States district at- 
torney, Was an attentive listener. He 


now gives all his time to the company. 


* * * 


While the Washington Fidelity-Na- 








IS CHANGED TO STATE LIFE 


Builders Mutual Life of Chicago Adopts 
New Name—No Longer Restricted 
to Masons 


The Builders Mutual Life of Chicago, 
of which E. E. Rullman is president, | 
has changed its name to the State Life 
of Illinois by amendment to its charter, | 
recently approved. The company for- | 
merly restricted its writing to members 


tional of Chicago is primarily an indus- 








trial accident and health company, it is | 


now writing ordinary life insurance 
through its accident agents. Chairman 
of the Board H. R. Kendall was present. 
OK * 
president of the Equitable 
York, Thomas I. Parkinson, 
the fraternity He 
since going 
He was en- 


The new 
Life of New 
was mingling with 
has had a rapid rise 
Equitable a few years ago 
gaged by the company Primarily to 
liquidate its foreign business He did a 
fine piece of work in that connection. Mr. 
Parkinson is a lawyer of wide experience 
and attainments. He was prominently 
identified with the War Risk Insurance 
Bureau and worked out some of its legal 
problems He served the United States 
Senate for some years in drafting bills 
and whippihg them into legal form. 

* o* * 


The two Newark presidents who are 
trustees of Princeton University, E. D. 
Duffield of the Prudential and John R. 
Hardin of the Mutual Benefit Life, were 
at the meeting. Both are Princeton 
alumni. 

x* * * 

Mrs. Bayard Holmes, wife of the head 
of the Hooper-Holmes Bureau of New 
York, was formerly deputy insurance 
commissioner of Colorado, At that time 
she was Dorothy M. Rolph. She was a 
most competent official Mrs. Holmes is 
a very charming and popular woman. 
She fraternized in the Astor 
F. Fairchild, formerly Colorado commis- 
sioner, Was present. Mrs. Holmes 
deputy during his administration 
Fairchild is now connected with 
Workmen's Compensation Publicity 
Bureau of New York. 

*x* * * 

James C. Jones, eminent St. -Louls at- 
torney, retiring president Association of 
Life Insurance Counsel, vice-president 
American 
in some 


Mr. 


of the sessions 
~ o* 

The Presidents Association excels 
in its service. In handling the 
convention it sends in advance all papers 


Life 


»ress 


to be given at the meeting in printed 
form. This year all but two were ob- 
tained. Half-tone cuts of speakers were 
sent to the insurance papers. Stenotype 
operators in relays take the proceedings 
except the papers that have been sent 
in. The material is mimeographed so 
that in three quarters of an hour after 


the meeting a bound volume is ready for 
the papers. It contains all the im- 
promptu proceedings for the daily 
papers and press associations Stories 
are written, bringing out the stuff that 


| is news material in such lengths as can 


be used easily. At the press table were 


Claude | 
was | 


the | 


National Life of that city, sat | 


blank writing pads, a pencil and a copy | 


of the program for each reporter. 
x* * * 

President Fred W. Sargent of the Chi- 
cago & North Western Railroad created 
a laugh in referring to Secretary of 
Commerce Hoover stating that women 
have ceased to wear cotton altogether. 
He stated that he envied Secretary 
Hoover in his opportunity for research 
in this direction. 

x * * 

One of the Canadian 
that Louis A. Taschereau, the prime 
minister of Quebec, was a very gifted pub- 
lic speaker but his efforts were spoiled 
if he read from manuscript Mr. 
Taschereau read his address at the con- 
vention. This Canadian official said that 
when Mr. Taschereau read his address 
it would have the same effect as James 
Victor Barry of the Metropolitan Life 
doing the same thing. He said that ff 
Mr. Barry attempted to read any of his 
remarks the whole effect would be 


officials stated 


| spoiled. 


of the Masonic fraternity, Eastern Star 
and affiliated orders, but this restriction 
has now been eliminated. 


The Craftsmen’s National Service 
Agency, which has acted as general 
agent for the Builders Mutual, has 


changed its name to the State Under- 
writers, and wil operate in a similar 
capacity for the State Life. 

The company has just announced the 
issuance of a new 20-year perfected en- 
dowment policy, which will be written 
for ages from 1 day up. This policy 
is non-medical for amounts up to $1,000. 
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NYLIC INCENTIVES and AIDS TO SUCCESS 








The Bulletin 


MONDAY MORNING! 

For over 35 years, Monday has been Bulletin Day among 
Nylic Agents everywhere, the mailing of the Bulletin being 
timed to reach every agent from Maine to California, from 
Canada to the Gulf of Mexico, on Monday morning. 


A punctual start for the week means so much! A fresh, 

constructive idea or an old one in a new dress helps to 
begin Monday’s work promptly, and to carry on through an- 
other six-days with energy and enthusiasm. 


Every Monday morning Nylic Home Office renews its 

contact with the agent through the Bulletin, which carries 
some helpful message derived from practical experience, force- 
fully and attractively expressed: 


A Word of Inspiration. 

A Plan of Systematic Work. 

A Sound Life Insurance Thought. 

A Story of Life Insurance Service. 

An Effective, Usable Sales Suggestion. 

A Record of Some Fellow-Agent’s Success. 


The cumulative effect of these weekly Messages from 

Nylic Officers who “talk the same language” as the agent, 
is stimulating to the individual and to the collective body of 
agents. 


The Bulletin has become an institution. 

Life-insurance-wise it is, for Nylic men, what his daily 
paper is to the business man: he “couldn't begin the day right 
without it.” 


“Js it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 
and happy?” 


NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK 














OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


insurance Company 
DENVER, COLORADO 

















14 





WELFARE WORKERS PAY. 
HONOR TO DR. FRANKEL 


MADE GREAT CONTRIBUTION 


President Fiske of the Metropolitan 
Life Tells of Improved Health 
of Industrial Workers 





Dr. Lee K. Frankel, second vice-presi- 
dent of the Metropolitan Life, former 
president of the National Health Coun- 
cil, was given a banquet in New York 
last Friday evening by his associates in 
national welfare work. He was hailed 
as the individual who in his lifetime 
has done more for the public health in 
the United States than any other. The 
celebration was in honor of his sixtieth 
birthday anniversary. Homer Folks, 
president of the State Charities Aid So- 
ciety, was toastmaster. The speakers 
were Felix M. Warburg, Prof. C. E. A. 
Winslow of Yale; Haley Fiske, president 
of the Metropolitan Life. Former Post- 
master General Will Hays and Dr. Her- 
man N. Bundesen, former , Chicago 
health commissioner, attended. Prof. 
Winslow said that the health workers 














DR, LEE K,. FRANKEL 


realized their debt to the volunteer agen- 
cies, particularly those of the Metropol- 
itan Life. President Fiske said that 
under Dr. Frankel’s direction the Met- 
ropolitan Life has established a stand- 
ardization of nursing methods through- 
out the country. Real health gospel has 
been spread by millions of pamphlets 
among workers, Mr. Fiske said that the 
1911 mortality rate among industrial 
workers was higher than that of the 
general registration of the millions of 
policyholders. The 1927 figures will 
show in the record of 27,700,000 policy- 
holders of the Metropolitan that the in- 
dustrial mortality rate is lower than that 
of the general group. 


PROMOTES PUBLIC RELATIONS 


Kansas Life Employs Prominent To- 
peka Man to Create Good Will 
Toward Life Insurance 


been 
for 
first 
any 


F. B. Thomas of Topeka has 
named as a public relations agent 
the Kansas Life. It is one of the 
appointments of the kind made by 
insurance company. 

Mr. Thomas is to help take some of 
the mvstery out of life insurance. While 
he will be paid by the Kansas Life his 
work will be for the general good of life 
insurance throughout Kansas. Mr. 
Thomas is an excellent speaker and 
has been prominent in Topeka civic af- 
feirs for many years. In 1925 he was the 
director of the Topeka community chest 
to raise the annual charity budget. 

Mr. Thomas will be available all 


to 





THE NATIONAL UNDERWRITER 
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W MARSHALL BULLITT, well- 
e 


known Louisville, Ky., attorney, 
spoke before the Association of 
Life Insurance Counsel on 
Means.” He said in part: 


“Accidental 

I propose to discuss the underlying 
basis of decisions i ntwo distinct classes 
of insurance: (1) Insurance against “ac- 
cidental death,” and (2) insurance against 
disability or death as the result of “acci- 
dental means,” in the hope that a proper 


cases may accomplish two things: (1) 
Lessen the confusion arising from many 
apparently irreconcilable holdings; and 


an explanation of “accidental means” as 
will stand the test of past decisions, and, 
perhaps, assist, in the future, in 
mining whether or not a particular injury 
or death was the result of “accidental 
means.” 

Intentional External Force 


1. Intentional external force applied 
by the insured or with his consent. 
by the insured, or with his consent, fall 
into three classes: 

(1) Where there is no slip or mishap 
in the process, and no ignorance of any 
material fact surrounding the applica- 
tion of the force. 


in applying the force. 

(3) Where there is ignorance of some 
material fact; and, of course, there may 
be a combination of both a slip and 
ignorance. 

The processes of reasoning which the 
courts have expressed in their opinions 
in dealing with “accidental means” are 


in hopeless conflict. No sensible prin- 
ciples can be deduced from them. To a 
surprising degree, however, their actual 


decisions, when considered from the va- 
rious aspects which I have outlined, are 
unusually harmonious. The responsibil- 
ity for the erroneous processes of rea- 
soning rests perhaps primarily on insur- 
ance lawyers, who in presenting their 
cases to the courts have not discrim- 
inated between dicta and decision, and 
who have viewed the several hundred 
cases involving “accidental means” in- 
surance as a perplexing and confused 
mass of conflicting cases. 


Two Classes of Cases 


It has been on account of just that 
kind of confused thinking that two 
clearly defined lines of cases have arisen 
in an effort to reach a correct result? 
One line holds that where an unusual 
result occurs without slip or mishap, the 
resulting death or injury is not caused 
through “accidental means.” The other 
line holds that where the injury or death 


of an intentional act, such death or in- 
jury has occurred by “accidental means,” 
even though there was no slip or mishap 
in carrying out the intentional act. The 
arguments presented in those two lines 
of cases are really irrelevant. In the 
recent case of Caldwell vs. the Travelers, 
305 Mo. 619, the Supreme Court of Mis- 
souri made a most elaborate review of 
the authorities from Missouri and other 
states, overruled a prior line of Missouri 
cases and reached the conclusion that 
the unexpectedness of the result could 
not properly determine whether the in- 
jury had _ resulted from “accidental 
means.” 

While that case was a step towards 
the correct rule, yet even it does not in 
anvwise harmonize the various elements 


which necessarily must be taken into 
consideration in order to establish cri- 
teria which will harmonize the many 


civic clubs and every other sort of or- 
ganization in the state for addresses on 
life insurance. He is expected to dis- 
cuss insurance not from the company or 
agent viewpoint but to know the things 
the public wants to know about insur- 





ance and to tell them about it. 


(2) Where there is a slip or mishap | 


analysis and Classification of the decided 


tinction 


(2) contribute something towards such | 


deter- | 


The cases of intentional force applied | 


| distinction is made between (a) 


is itself the unusual or unexpected result | 


RULES FOR PROCEDURE UNDER | 
“ACCIDENTAL” CLAUSES ARE GIVEN | 


decided cases and at the same time af- 
ford correct tests for the future. 

There are probably about a half dozen 
cases, 
decisions i in which cannot be harmonized 
with the views I have expressed. They 
are simply bad law. 

Plain Language Removes Difficulty 


On the other hand, if insurance against 
death through “accidental means” is 
first distinguished from straight insur- 
ance against “accidental death”—a dis- 
which is free from sophistry 
and is required by the plain language of 





certainly less than a dozen, the | 


| the 





the policy—the first great difficulty is 
overcome. 

If a further distinction is made in con- 
struing a policy which insures against 
death through “accidental means,” be- 
tween (a) injuries caused by means 
which are involuntary and unintended 
and (b) those caused by means which 
are intended, a second great cause for 
confusion is eliminated. 

Finally, in considering whether an in- 
jury (which occurred while the insured 
or while another with the insured’s con- 
sent was engaged in an intentional 
affirmative course of conduct) was caused 
by accidental means, if the still further 
those 
intentional acts which are engaged in 
with a full knowledge of all the material 
facts and are executed in the manner in 
which the actor intended to execute 
them, and (b) those which are not ex- 
ecuted in that manner, i. e., where there 
is a slip or ignorance or both, harmony 
in the decisions is obtained and rational 
criteria may be deduced from them. 


Rules Are Suggested 


To epitomize the law where the pol- 
icy insures against death through “acci- 
dental means,” and to consider it in the 
light of the distinctions which I have 
made, the following rules for the guid- | 
ance of insurance companies and insur- 
ance lawyers may be suggested: 

1. An unexpected, unusual and unin- 
tended result does not impose liability 
under a policy which requires that the | 
means or cause be accidental. The com- 
pany is not liable. 

2. If death occurs as the 
intentional act, engaged in with a full | 
knowledge of ,all the material facts in 
the situation,.and executed as planned, 
such death is not caused through “acci- 
dental means,” regardless of whether 
the death, when viewed as a result, was | 
unintended, unexpected, unusual or un- 
foreseen; and the company is not liable. 

3. Even though the means employed 
are intentional, if they are not executed 
in the manner planned, because some 
slip or mishap occurred in the process, 
and if the deflection caused by such for- 
tuitous occurrence caused the injury, the 
means is accidental; and the company 
is liable. 

4. Even though the act is intentional, 


result of an 


and is executed exactly as planned, if 
the actor was ignorant of some fact in 
the situation, which had he known of 


————— 


it would have caused him to act differ- 
ently, or to refrain from the act alto- 
gether, and which was material, in that 
but for its existence the injury would 
not have resulted from the act, the 
means is accidental; and the company is 
liable. 

5. Of course if the force is applied 
without the insured’s consent, the com- 
pany is liable. 

6. If disease cooperates, even with 
accidental means, in producing an un- 
expected result, the company is not 
liable. 


The Kansas Life has undertaken pub- 
lic relations contacts because of the ex- 
ceptional success of the big utilities 
companies in this field and their work in 
déveloping a friendlier feeling toward 
the companies through a frank diseus- 
sion of utilities affairs. 





| A. Stevenson, 
| the Equitable Life of New York, covers 


| insurance. 
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AGENCY OFFICE COSTS 





| VARIOUS EXPENSES ANALYZED 


Assistant Manager Niles of Research 
Bureau Makes Extensive Trip 
“Getting Material 


Henry E. Niles, assistant manager of 
Life Insurance Sales Research 
Bureau, has just returned from a field 
trip during which he conducted a com- 
prehensive survey of agency office costs 
in several cities. Mr. Niles visited Chi- 
cago, where he attended the annual 
meetings of the Association of Life 
Agency Officers and the Research Bu- 
reau. After this he conducted investi- 
gations in Madison, Columbus, Cleve- 
land, Detroit, and Washington. 


Make Individual Analysis 


The detailed study by the bureau of 
office costs in an agency is a compara- 
tively recent development, and has at- 
tracted favorable comment. At present, 
the bureau has prepared two forms of 
analyses, one fitted to the needs of an 
agency producing over $1,000,000 of 
business annually and the other in less 
detail for smaller agencies. Each in- 
dividual analysis contains a record of 
new business expenses, such as salaries, 
rent, travel, advertising, agency meet- 
ings, etc., which are incurred in the 
carrying on of new business; and for 
old business, such expenses as salaries, 
rent, postage, etc. incurred in collecting 
renewal premiums and handling policy 
loans. These are then compared with 
similar costs in other agencies of ap- 
proximately the same size. Based on 
these costs the probable returns to the 
general agent on the production of $1,- 
000,000 of new business are prepared. 

This analysis is designed to furnish a 
general agent with a true picture of the 
costs of producing new business and in 


| caring for business already on the books 


It is the bureau’s belief that it is diffi- 


| cult for a general agent to draw up ap- 


propriate plans for his agency without 


| knowing the relative costs of carrying 


on his present work. 


TWO NEW BOOKS PUBLISHED 


Written by Vice-President Stevenson, 
Equitable of New York, and 
James L. Madden 


Two new books have been published 
in the series of life insurance studies 
edited by Dr. S. S. Huebner and pub- 
lished by the D. Appleton Company. 
“Education and Philanthropy,” by John 
second vice-president of 


the subject fully and gives some very 
interesting figures on the value of edu- 
cation. Various special settlements for 
educational policies offered by the dif- 
ferent companies are included in the 
book. Dr. Stevenson tells of the meth- 
ods of making bequests and the use of 
bequest insurance by groups, including 
college endowments. 

“Wills, Trusts and Estates,” by James 
L. Madden, vice- president of the Metro- 


politan Life, explains the important ques- 


tions of distributing proceeds from life 
It is a very complete book 
on the creation and conservation of life 
insurance estates. 


Hintzpeter Convention Date Set 


On Dec. 22 and 23 the Herman Hintz- 
peter general agency of the Mutual Life 
of New York will hold its annual con- 
vention of the $125,000 Club. The plan 
of the convention is that two half-day 
sessions will be held, ending with a 
dinner-dance on the night of the 23rd 
Elton R. Shaw and Edward Hintpeter, 
son of the agency head, will speak at the 
first day’s session, together with a num- 
ber of agents. Henry R. Rathbone, II- 
linois congressman, will be the dinner 
speaker. \ 
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How many 
Pictureless Ads are there nowadays? 


The picture idea is ascendant! And only 
because it has proved itself in the arena 








A picture should occupy this space 
....but we have a reason....see next 
to last paragraph. 


b 

cant 
no sir....just 
ee 


10,00 


words can’t do 
as good a job of 


selling 
as picture 
the size 
of this 
space 


....and so why ignore them? 








Over 92% of the Advertisers 


of competitive selling! Of 183 advertis- = 
ers in the December 3rd Saturday Eve- e 4 Te a 
‘ ning Post, 170 of them used pictures. h S d E 

$ Only two page advertisers ran displays 1 n t e a t u = a VY V © n 1 n } e & t 
without illustrations. Less than 3 per- - ' a” ; 
cent of the companies who had faith e 
croueh in the advertising of wer pros) PPOSt, December third Issue, | ft 
uct, to use pages in the December 3 issue i ed i 
of the Saturday Evening Post, felt they t © & ' 
could afford to dispense with PIC- [ S E. D Pp I [ R E { Ze i 
TURES. There is a reason for this ° * * ® — E- 
overwhelming ballot in the favor of the : an i 
use of pictures and it is for this same : aoe ‘ , , : | 
reason ioe thousands of life insurance ™ore beautiful. It produces striking not be identified with any one but his i ae a : 
men today are using pictures to aid them effects not obtainable by any other own agents. He is the publisher of the i wo a 
in selling life insurance. process. It puts into pictures something Estate-O-Graph to all intents and pur- Se i 

that was not in them before. It is the poses. 4 re i 

. most expensive small run process but as & | 

Are You Neglecting the quantities printed increase its relative Three Columns or | a” I 
the 78 oO cost in relation to other printing methods : i x 

d il th int is reached One Picture? ZO ' 
Seventy-eight percent of our impressions ecreases until the point is reache [ ee 

come through our eyes. Advertising men Where these finest of pictures may be is ti 5% i 

: : actually produced at a less cost than that Probably by this time you have on the « 

‘ who had to sell through the printed page yP f t Why-don’t 7 i 
soon recognized that if they were to sell Of the ordinary reproduction! pn i Me: Pen. FA pL age | 20 | 
the product they must print pictures of rightly so. Should we ask you for a de- w (2) 

- agen . was “ory oy a Why the Estate-O-Graph scien of the Eetate-O-Graph could | Ep. | 
of the product as well as the product i i h . — . 
itself could be effectively pictured and Can Be Had for as low jee hs pes it ail fad ion hee he | 25 8 r 
then, qu'te sag ang pictures — found as $8 a Month looks? We doubt it. And yet we have g : nia § : 
to be effective in selling intangible serv- : <1: taken three columns to talk about it. As = & Em & 
: : A . = & “= 
ices. And not the least of these is Life fe tiem tea ae a matter of fact we haven’t accomplished I 2 ar E i 
Insurance! month. The Estate-O-Graph, you know 35 —_ My these —_ columns | = ' s ce ' 
. : : oe : wou ad we printed a picture of the —. § 
What You Can Accomplish of Sane Gee ee Estate-O-Graph in the space reserved § +A, at ne i 
Today everywhere we see unmistakable method of selling to the life insurance {0 it - we - Rn Ny mary .. Which g 3D 2" ¥ a i 
evidences of the popularity of pictures. field. The Estate-O-Graph isa monthly ‘* - S + sed pu a oe ds me peture's g wag 5 o2 | 
The almost unbelievable success of roto- magazine for life insurance men to send W°rt# ten thousand words, | g f= e2~ ‘of 
gravure pictures and rotogravure adver-_ to their policyholders and prospects each ss 3 ES = i 
tising is of such recent origin that most month. Each issue is crammed full of We have a 24-page book about the ec $ a a5 :& 
of us can remember when the whole pictures on some particular phase of life Estate-O-Graph which is yours for ' a= § ~ Hh © ; . | 
process was still in the experimental insurance. Thus, each month, unob- the asking. In it you will find the f ef. a E z >= I 
stage. The success of the rotogravure  trusively and tactfully life insurance is complete story of the Estate-O- q Fag 28 > B 5z t 
is due first to everyone’s more or less brought to the attention of every one of Graph. What it is, what it does, how I 7 
instinctive interest in pictures and sec- an agent’s prospects. It helps keep old to use it and what it costs. In addi- L J 
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ondly, to the remarkable reproductions 
that the rotogravure process makes pos- 
sible. The rotogravure makes a pretty 
picture beautiful, and a beautiful picture 


policyholders sold and makes prospects 
live proSpects. It is the agent’s own 
magazine. His name and his only ap- 
pear on the Estate-O-Graph. It can- 


tion, valuable direct mail hints and 
selling suggestions are included. The 
book is free. Use the coupon to se- 
cure it. ‘ 
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Home State Responsibility 


WHETHER or not the action of Insur- 
ance Commissioner Detrick of Califor- 
nia in criticizing the Missouri depart- 
ment openly at the meeting of the 
NATIONAL CONVENTION OF INSURANCE 
CoMMISSIONERS in New York was wise 
or not we do not attempt to say. Mr. 
Derrick was condemned in some quar- 
ters because he made 4 statement of a 
very profound ‘nature and far-reaching 
effect in an open meeting. Furthermore, 
his statement was given to the press and 
received wide publicity. 

Tue NatTionAL UNpERWRITER has made 
the claim from time to time that some 

» States are very dilatory, inefficient and 

careless in examining their home state 
companies and seeing to it that they 
are kept in good financial condition. A 
number of commissioners have ex- 
pressed confidence in the Missouri de- 
partment. Certainly its personnel is 
able. Men high in official rank declared 
that the Missouri department does the 
very best it can but is confronted with 
serious problems owing to the interlock- 
ing relationships permitted by the law 
that enables one company to hold the 
stock of another, etc. Be that as it may, 
and we are not criticising Missouri, un- 
doubtedly Commissioner Detrick felt 
that his patience had been exhausted. 
He announced that after attempting to 
get information regarding the status of 
a life company he would no longer be 
bound by the rules of the convention but 
would make an examination himself. 

Each department should be responsi- 
ble for its home companies. If it dis- 
plays, however, lack of responsibility, if 


Basis of Success Is Work 


MAny years ago a father had a talk 
with his son, giving him some good ad- 
vice as to the course he should pursue 
if he intended to become useful and 
prosperous. Before the boy started out 
for himself the father gave him some 
sincere counsel. As one reads this bit 
of advice he is struck with the fact that 
the basis of it is the need for intelligent 
industry. Here is what the father said: 

“My son, remember, you have to work. 
Whether you handle a pick and shovel, 
a set of books, or a wheelbarrow; 
whether you dig ditches, edit a news- 
paper, ring door bells or sell behind a 
counter, you must work. Don’t be afraid 
of killing yourself by overworking on 
the sunny side of thirty. Men die young 
sometimes, but it is generally because 
they stop work at 6 p. m. and don’t go 


other departments find that questionable 
managements, those that are unscrupu- 
lous, those that are always on the border 
line of obeying laws are allowed to con- 
tinue and are seemingly protected by the 
state, then it will not be surprising to 
see commissioners of other states jump 
into the breach and assume responsi- 
bility. 

In a few outstanding states supervis- 
ory departments at the present time are 
weak and inefficient. They are subject 
to political influence. Companies that 
should have had the clamp put down 
long ago are allowed to continue. Prac- 
tices are tolerated that should not be 
permitted for a minute. State comity is 
a mighty good thing. We believe in 
states respecting the rights of others. 
In insurance, however, when a depart- 
ment assumes a don’t-care attitude or is 
diligently endeavoring to bolster up 
weak institutions, the time comes when 
other states conscientious regarding the 
indemnity sold their citizens have a 
right to break over convention rules. 

Each department should assume pri- 
mary responsibility for its home com- 
panies, be diligent in supervising them 
and not be subject to undue influence 
to allow such companies to become 
badly impaired financially. If it does it 
can expect other departments to step in 
and do what the home department 
should have done. In some departments 
an examination today means nothing. It 
is taken as a whitewash. Policyholders 
have not received proper protection. 
Commissioner Derricx’s action may 
tend to clear the atmosphere. 


home until 2 a. m. It’s the intervals that 
kill, my son. The work gives you appe- 
tite for your meals, lends solidity to 
your slumber, gives you perfect appre- 
ciation of a holiday. 

“There are young men who do no 
work, but the country is not proud of 
them. It does not even know their 
names; it only speaks of them as So-and- 
So’s boys. The great busy world doesn’t 
know they’ve arrived. So, my son, find 
out what you want to be and do. Take 
off your coat and make dust in the 
world. The busier you are the less harm 
you are apt to get into, the sweeter will 
be your sleep, the brighter your holi- 
days, and the greater the satisfaction of 
the world with you and you with your- 
self. In short, you'll be successful, my 
son.” 








Dr. E. F. Morgenstiern, vice-president 
of the International Life, has had a re- 
markable career. When a young medi- 
cal student in Russia he began to study 
psychiatry. His work was brought to 
the attention of the Czar of Russia, who 
appointed him court physician, which 
office he held for a quarter of a century. 
At the same time he also served as chief 
criminologist of the Russian high court. 
Dr. Morgenstiern joined the army as an 
officer in the military sanitary organiza- 
tion when the war broke out. The revo- 
lution was disastrots for him, he lost 
all his property and was thrown into 
prison. Two years in a dark dungeon, 
existing on sparse rations, left Dr. Mor- 
genstiern physically weak. Finally, after 
being liberated, he reached New York, 
Sept. 1, 1923, to begin life all over. Since 
that time he has learned the English 
language and has risen to the position he 
now holds. 


Ralph M. Robinson, assistant manager 
of the Cincinnati agency of the North- 
western National Life, is in a campaign 
with himself to produce a larger number 
of applications for the month of Decem- 
ber than ever has been produced by any 
other agent of the company in that 
month. C, D. Ford of the A. W. Crary 
agency of the company at present holds 
the December record. In December, 
1917, he wrote 52 applications. Mr. 
Robinson has been with the company 38 
months and he has been a consistent 
producer during that time. His produc- 
tion total last year was more than $160,- 
000, and already this year he has more 
than $171,000 to his credit. 

Judge James P. Hewitt, president of 
the National Life Association of Des 
Moines, has recovered sufficiently from 
recent disabilities to resume his duties 
as head of the company. All last sum- 
mer he was laid up with rheumatism in 
his right leg. Later he fell and lroke 
the other, and these two afflictions com- 
ing together brought total disability for 
several months. 


Walter T. neat, vice-president of 
the Lincoln National Life, has just com- 
pleted a tour of the Pacific Coast, visit- 
ing San Francisco, Portland, Seattle and 
Salt Lake. 


“As soon as Paul Baer field is im- 
proved I’m going to buy a four-passen- 
ger airplane,” Arthur F. Hall, president 
and general manager of the Lincoln Na- 
tional Life, declared at a recent meeting. 
“I think that there are going to be lit- 
erally thousands of fliers and owners of 
airplanes just as soon as the country 
gets good landing fields. A good air- 
plane costs only as much as two auto- 
mobiles and a plane is worth twice as 
much as an automobile. Business men 
must realize that time is the most val- 
uable thing they have, and a plane saves 
time.’ 


Henry F. Tyrrell, legislative counsel 
for the Northwestern Mutual Life, left 
last Sunday for Asheville, N. C., with 
Mrs. Tyrrell, where they will spend the 
winter. Mr. Tyrrell has just recovered 
from pneumonia. He will remain at 
Asheville to recuperate. 


Miles M. Dawson, well-known New 
York actuary, left last week for Winter 
Park, Fla., where he will spend the win- 
ter. 


Joseph L. Durkin, secretary of the 
Home Life of Philadelphia, is receiving 
the condolences of his friends due to the 
death of his son, James A. Durkin, fol- 
lowing an operation for appendicitis. 
Young Durkin was a student in the 
graduating class at Notre Dame Acad- 
emy and was preparing to enter St. Jo- 
seph’s College high school. He played 
with his school football team a few days 
before his fatal illness. He was 13 years 


boy. The funeral was held in St. Ma- 
thias’ Church, Bala, by the Rev. Thomas 
L. Gaffney, his uncle. The Right Rey. 
Bishap Crane presided at the mass. A 
number of clergy were present in the 
sanctuary at the time of the funeral. 

A. F. Moore, for many years secretary 
of the Michigan Mutual Life of Detroit, 
is now president of Moore, Deutsch & 
Co., an investment firm at Detroit. 


The dispatch from New York last 
week reporting the meeting of the As- 
sociation of Life Insurance Counsel in- 
advertently substituted the name of 
Stanley K. Henshaw for that of Robert 
Ramsay in mention made of the ap- 
pointment of a committee to formulatc 
resolutions on the death of Mr. Ramsay, 
counsel of the Union Central, who died 
the past year. Mr. Henshaw, associate 
counsel of the Union Central, was placed 
upon the committee by the chairman. 
Apologies are due Mr. Henshaw, of 
course, but any one who knows this 
bright and coming young member of the 


Union Central's official family would 
not be deceived as to his entire “alive- 
ness” by a mere news item. 

Officials and agents of the Cedar 


Rapids Life are paying especial tribute 
to Jay G. Sigmund, vice-president of the 
company, who has just completed 20 
years of service with that company. He 
was only 22 years old when he entered 
the life insurance field. There are many 
counties in Iowa where he wrote the 
first policy for the Cedar Rapids Life. 
He has brought many new men into 
the service of the company and has 
taken an especially active part in the 
training of new agents. 

Mr. Sigmund has not only achieved 
distinction in the life insurance field, 
but has won a national reputation 
through his literary work. He has pub- 
lished several volumes of poems of un- 
usual merit, which have been given high 
acclaim by literary « critics. 


Walker B. Freeman, veteran general 
agent for the New York Life at Rich- 
mond, Va., is a member of committee of 
Confederate veterans named by Gover- 
nor Byrd to receive in behalf of Vir- 
ginia a number of Confederate battle- 
flags captured by Maine troops when 
Richmond was evacuated in 1865. Gov- 
ernor Brewster of Maine recently noti- 
fied Governor Byrd that possessors of 
the banners desired to return them. 
Washington was selected as the place 
for the formal presentation to the com- 
mittee. Mr. Freeman is honorary com- 
mander-in-chief of the United Confed- 
erate Veterans. 


Edmund Strudwick, chairman of the 
board of the Atlantic Life, has been re- 
elected a director of the Federal Re- 
serve Bank of Richmond. He enters 
upon his fifth consecutive term of three 
years Jan. 1, 1928. In point of serv- 
ice, he is the oldest member of the di- 
rectorate with one exception. For 22 
years he served as president of the At- 
lantic Life, retiring last March to be- 
come chairman of the board. Despite 
the fact that he has passed the allotted 
stage of three score and ten, he contin- 
ues remarkably active. Riding after the 
hounds is his favorite hobby. He shuns 
the game Of golf, saying that it is an old 
man’s pastime and not in his class. Ap- 
parently, he still has many years of use- 
fulness ahead of him. 


The Ohio State ” Life is pointing to 
Martin J. Lesnak, who is attached to 
its Youngstown agency, as a man who, 
in spite of afflictions, keeps right at his 
business. For two ‘days he kept vigil 
over his little boy, who had _ been 
stricken with appendicitis, going almost 
entirely without sleep. Then when the 
doctor said, following an operation, that 
the child would live Mr. Lesnak went 
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is the application I promised you,” he 
wrote to Manager Garner of the Youngs- 
town branch as he sent in the applica- 
tion. 


Gerald S. Nollen, president of the 
Bankers Life of Iowa, was presented 
with a gold watch by the Greater Des 
Moines Committee upon his retirement 
as president of the organization last 
week. This organization is composed of 
30 prominent citizens devoted to the de- 
velopment of the city and to the exalta- 
tion of civic righteousness. 

Sixty associates in the insurance field 
from Bowling Green, Owensboro, Pa- 
ducah, Evansville, Louisville and other 
points in Kentucky and Indiana tendered 
a testimonial dinner last week at Louis- 
ville to Perrin H. Lowrey, manager of 
the Mutual Life of New York. Mr. 
Lowrey went to Louisville as manager 
Dec. 1 last year from the Memphis, 
Tenn., agency. 

One of the interested onlookers at the 
meeting of the National Convention of 
Insurance Commissioners in New York 
last week was Walter Basye, editor of 
the “Fraternal Age” of Rochester. He 
is conducting a paper that stands for 
sound fraternal insurance and runs a 
directory of societies which he considers 
are on an adequate rate basis. There 
were a number of fraternalists in New 
York as onlookers at the convention. 

Armand V. Renstadt, a member of the 
Ralph Gunst general agency for the 
Missouri State Life at Tucson, Ariz., 
despite his unfortunate handicap of be- 
ing a deaf mute, has accomplished more 
in his brief career as a life insurance 
salesman than most men blessed with 
full speech and hearing who have been 
in the life insurance business for a much 
longer time. 

In the first three weeks after he 
signed a contract with the Missouri 
State Life, Mr. Renstadt produced three 
life applications and closed three group 
cases, securing with each the required 
25 percent deposit. 

General Agent Gunst in commenting 
on Mr. Renstadt’s record said: “You 
can readily see that it does not take a 
great amount of talk to sell Missouri 
State Life contracts, for I can assure 
you Mr. Renstadt sold these contracts 
without a word of conversation. Ev- 
erything was explained to the prospect 
on a little pad of paper which he car- 
ries with him.” 

He is a nephew of J. M. Renstadt 
who has been connected with the Gunst 
agency for some time. He had a brief 
experience with the Equitable Life of 
New York prior to joining the Missouri 
State Life. 

William P. Kent, treasurer of the 
North American Life of Chicago, died 
at Lakeland, Fla., and was buried at 
Quincy, Ill., this week. Mr. and Mrs. 
Kent started for Hollywood, Fla., three 
weeks ago. Mr. Kent suffered a heart 
attack at Lakeland, Fla., enroute. He 
was taken from the train and later died. 
Beside Mrs. Kent, a son, Harry Kent, 
of Spokane survives. 

Mr. Kent was 61 years of age. He 
had been in failing health for some time. 
He started his career with the New 
York Life soliciting insurance and be- 
came agency director at Trenton, N. J. 
He was associated with the North Amer- 
ican Life when it was first organized 
by a group of New York Life men. He 
became manager at Trenton and two 
vears later was called to the head office, 
then at Newark, and was elected sec- 
retary. When the company was rein- 
corporated under Illinois laws and 
moved its home office to Chicago he be- 
came treasurer also. Mr. Kent for a 
number of years looked after the invest- 
ments of the company very successfuly. 

C. W. Brandon, president of the Co- 
lumbus Mutual Life of Columbus, Ohio, 
left this week for a stay in Florida 
where the company has been expanding 
its operations during recent years. 














A Policy for Every 
Applicant 


. The Lincoln National Life is now 
in position to offer everybody a policy. 


In addition to its wide scope of 
policies written over an age range of 
from 1 day old to 70 years and its sub- 
standard service covering employment 
hazards and physical impairments, it 
presents a Retirement Income Policy 
written upon men or women without 
physical examination. 


The Retirement Income Policy 
which has death benefits, cash surrender 
values, loan values, and providing either 
a life annuity to begin at an age elected 
by the insured, gives Lincoln National 
Life agents a chance to offer some form 
of policy to every applicant. 
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4 will follow an address by Ralph E.| eal’ @ ent in charge of om of “the 
rict . Perry, assistant secretary of the com- | Saleen be manager. The agencies in- 
Pe. INTERESTED IN HEARINGS| life insurance have been developed since | Pany, who will tell of the various forms volved are the Hoyer agency, the agency 
ee the law was enacted and on which the | and mechanics for writing business in- lof the late Oscar E. Miles and the 
Superintendent Beha of New York Is eae provided is said to be a oe aan. Seen: eee aaal Campbell-Seibert-Campbell agency. Mr. 
Going Into Subject of Alloca- A committee made up of M. Albert | The annual dinner will be held Tues- pe nas seen baened the yom. Hancock 
tion of Expense Linton, vice-president Provident Mutual | day night and the principal speaker will | te ter Cc. Cam a4 - : oR ny 
en _ Life, chairman; Robert Henderson, vice- | be Edward S. Jordan, president of the | Po tker was divided, the three agencies 
on, NEW YORK, Dec. 15.—Life insur- president Equitable Life; Arthur Hun- Jordan Motor Co. A musical program c= whee | ome ted em hp 
eir aujan * ee eee | ter, vice-president New York Life; E. will be given and dancing will follow | - 
ance men are taking interest in the hear-| ; ’- . ep . . f aaaeell retire from the insurance business. Mr. 
ng. : - a : | E. Cammack, vice-president Aetna Life | for the rest of the evening Hov lt ‘ jer his 
Pn, ing conducted by the New York depart-| 254 Edward B. Morris, secretary Trav- The second morning of the meeting | 4.0%! WM have s4 counties under hi 
ment, which is considering a change in elers, has been named to draft an/| Will be devoted to a discussion of the direction. 
Section 97 of the Armstrong laws, regu-| amendment to section 97 of the New | problems of new agents and Charles H A Sages 
lating expenses. The hearings are at-| York law so as to apply a graded scale | Parsons, superintendent of agencies, will District Code Bill Introduced 
os tended by actuaries who are taking up | of expense loadings to the different give - inspirational address on “Vision Representative Blanton of Texas has 
in with the department experts some fea-| classes of life insurance instead of the and ¢ pportunity. ; introduced in Congress a bill providing 
at tures of the law which Superintendent | present limitations. The matter was W ednesday will bring the meeting t©/ an insurance code for the District of 
, Beha feels should be amended. In brief | threshed out at a general conference of | a Close. W. Ray Chapman, assistant su-| Columbia, similar to that before the 
Superintendent Beha explains that the | company executives with Superintend- | Perintendent of agencies, will talk on| House last year 
department feels that each class of busi- | ent Beha a short time ago, the outcome felon of a _ associates in —= 
ness written by a life insurance com-! being the determination to leave the | business, of what to look for and how to — . : 
n- pany should stand on its own bottom. | drafting of the suggested change in the | select new agents for the company. Mr Sage Visited Philadelphia 
S. For instance term, group and in fact | statute to a limited group of thoroughly | Parsons will give the final address President John D. Sage of the Union 
In each department of a company, he de- | competent underwriters. a Central Life, who was in attendance at 
a ana. should Pay ¥ own = ve not Newspaper Features Insurance the Life Presidents’ Association, spent 
1ave money shiited from other depart- a day in Philadelphia at an agency meet- 
ments to pay the cost. Therefore he EASTERN AGENTS WILL MEET | A Sunday newspaper section dealing | jing held by uanaer ey Elton 
hopes to have a plan worked out that a | exclusively with the subject of life in-| Bragg : 
os will meet approval. President Van Dyke of Northwestern | ey the first of its kind to be pub 
' Last Saturday a group of actuaries | : ished in the city, was presented by the ae 
. representing leading life insurance com- | meses <a - Detroit “Free Press” Dec. 11. It con- Liquidated After Ten Years 
. panies attended a further hearing at the | sisted of four pages filled with informa- Commissioner Taggart of Pennsyl- 
ms New York insurance department offices. _ : tion of particular value to the prospec- | yvania as liquidator of the Pension Mu- 
. The meeting was a continuation of | The program for the 13th annual | tive buyer of insurance tual Life and the Pension Life Society, 
previous hearings held for the purpose | meeting of agents of Northwestern Mu- News articles of general life insurance | is sending out final checks to creditors. 
of determining to what extent the ex-| tual Life in the New England, middle | interest with a special application to De-| The liquidation disposes of claims of 
pense loading limit should be modified, | Atlantic and south Atlantic states to be | troit, along with photographs of officers| the Pension Mutual, the Pension Life 
according to the class of business writ- | held in New York Jan. 3-4,is practically | of the Detroit Life Underwriters Asso-| Society, Western Life, Unity, Abraham 
d ten. The reason for a proposed change | completed. | ciation, the Detroit Life Managers As-| Lincoln Mutual Life, United Mutual 
f is that a number of important lines of The opening session will start with ' sociation and prominent local life insur-| Life, Hoosier State Life and Commercial 
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Life. Certain policies of the companies 
named were reinsured by the Pension 
Mutual. The commissioner has filed his 
final account as statutory liquidator. 
The distribution amounts to 19.4 percent 
on ¢laims. The company was ordered 
into liquidation about the beginning of 
1917. 





Assist in Vocational Forum 


Several Hartford insurance executives 
are assisting in a vocational forum con- 





ducted by the Y. M. C. A., to assist young 
men in analyzing their jobs and the kind 
of work in which they should engage. 
In addition to the speakers who will 
publicly talk on the subject, there will 
be friendly counselling groups following 
the meetings. Relative to the fire insur- 
ance business Secretary Fred C. Gustet- 
ter of the Phoenix Fire and Equitable Fire 
& Marine, will act as the counsel; for 
the casualty lines Superintendent L. N. 
Denniston of the Travelers, and for life 
insurance Vice-President Winslow Rus- 
sell of the Phoenix Mutual. 
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SEAPLANE NEVER IS BOAT 





Missouri Supreme Court Holds It Is an 
Airplane, Whether in Air or Water 
—Company Wins Suit 





A seaplane is still an airplane when 
it comes to the water and does not be- 
come a boat. Division No. 1 of the Mis- 
souri Supreme Court so decided in hold- 
ing that the estate of Gladys T. Bulte 
could not collect on a policy of $10,000 
issued by the Missouri State Life on 
August J. Bulte of Kansas City, for the 
reason that Mr. Bulte met his death as 
the result of an airplane trip and there 
was a clause in the policy specifically 
exempting the company from liabilit 
for injury or death as a result of cach 


tri 

Nr. Bulte and his wife were members 
of a party that left Miami, Fla., March 
22, 1922, for a trip in a seaplane to 
Bimini, in the Bahama Islands. The 
plane developed engine trouble and was 
forced to the water, which was very 
rough. Bulte was swept away and 
drowned. Mrs. Bulte died from expo- 
sure while lashed to the plane. 

The administrator contended that 
Bulte’s death was due to drowning; that 
the machine had ceased to be an air- 
plane when it landed in the sea and be- 





came a boat. The lower court ruled for 
the company and this judgment was af- 
firmed. 





Decision Favors Companies 


The constitutionality of that part of 
the intangible tax law that provides that 
domestic life insurance companies shall 
pay 4 mills on their annual gross pre- 
mium income in lieu of all other taxes 
was upheld in the supreme court of Ne- 
braska recently. The action was against 
the Bankers Reserve, the North Ameri- 
can, the Northwestern Life, the Omaha, 
Prairie and Equity Life companies, all 
of Omaha. 

The plaintiff asked to have this clause 
declared invalid so as to force compli- 
ance with another section which assesses 
intangible property at 25 percent of tan- 
gible, or actual value. The court said 
that both are parts of the same law, and 
the relief and the burden are alike sub- 
ject to the same objection. 


Equitable of N. Y. Gains in Chicago 


It is reported by the Chicago offices 
of the Equitable Life of New York that 
a gain of $1,000,000 over November, 
1926, was made in November this year. 
The gain for the year to the end of 
November is 13 percent over the same 
period of 1926. The A. E. Patterson 








Chicago agency of the company led the 
city in November with paid for busi- 
ness totaling $1,500,000. The P. L. 
Girault agency was second with $1,100- 
000. 





New York Life Agents Dined 


About 500 Chicago agents of the New 
York Life were given a dinner last week 
for the showings they made during the 
quota drive for new business in October 
and November. For Chicago as a whole 
a quota of $18,000,000 was set, and a to- 
tal of more than $21,000,000 was written. 

L. Seton Lindsay, second vice-presi- 
dent and superintendent of agencies of 
the company, was present and addressed 
the agents. A number of other speak- 
ers were on the program, which com- 
bined education and pleasure. 





Consolidate Illinois Agencies 


Quincy and Princeton, IIl., agencies 
of the Franklin Life have been consoli- 
dated with R. B. McKnight, former 
Quincy branch manager, and O. B. 
Harrauff of Princeton in charge. Mr. 
Harrauff will have charge of the Prince- 
ton office and Mr. McKnight act as field 
supervisor, with headquarters in Prince- 
ton. E. E. Benson will have charge of 
the Quincy territory under the new di- 
vision. 





Look for Chicago Manager 


President and Manager W. B. Taylor 
and Agency Superintendent Manning of 
the North American Life of Canada are 
in Chicago looking over talent prepara- 
tory to appointing a manager to look 
after its business in that city and IIli- 
nois. 





Official Opening Planned 
John D. Sage, president of the Union 
Central Life and Charles Hommeyer, 
superintendent of agencies, will visit 
Chicago next Monday ¢o participate in 
the official dedication of the new Chi- 
cago offices of the company, of which 


Darby A. Day is manager. The Day 
agency moved into the new quarters 
in the Bankers building last week and 
the offices are still in process of organi- 
zation. 


Will Enter Wisconsin 


The Provident Mutual Life is now ar- 
ranging to enter Wisconsin. It expects 
to well organize the state as soon as it 
is admitted. 
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FORM NEW COMPANY IN TEXAS 





Fidelity Union Life Will Begin Writing 
Business First of Year 
in Dallas 





DALLAS, Dec. 15.—The state depart- 
ment has issued a charter to the Fidelity 
Union Life of Dallas and the insurance 
department has granted it a permit to 
do business. The new company has a 
capital of $100,000 and a surplus of a like 
amount, all paid in. 

The Fidelity Union Life is a compan- 
ion company of the Fidelity Union Cas- 
ualty and the Fidelity Union Fire of 
Dallas. 

Carr P. Collins, head of the Fidelity 
Union Fire and the Fidelity Union Cas- 
ualty is chairman of the board of di- 
rectors of the new life company. 

The president of the Fidelity Union 
Life will be William Morris of Dallas. 
Mr. Morris is one of the leading busi- 
ness men of north Texas and for years 
has been in the automobile distributing 
business. I. L. Colister will be vice- 
president and agency superintendent and 
E. E. Langford of Dallas will be secre- 
tary of the company. 


No Promotion Fees 


Other incorporators are John E. Mor- 





ris, Dallas; H. L. Kokernot, San An- 
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LINCOLN 
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MEN OF VISION— 


CHOOSE OUR COMPANY, BECAUSE— 


It is old enough to justify confidence. 
It has had enough successful business experience to guarantee future success. 
It has the necessary equipment for the salesman. 


i It issues a complete line of up to date policy contracts, both participating and non-par- 
ticipating, with Double Indemnity and Disability Benefits. 
It has an educational program for the agent that will materially aid in promoting 
success. 
It will give you Home Office cooperation that is worth while. 
The agency management is under men who have had actual experience in the field. 


If you feel that you are qualified and there 
is a reason for you to be interested, write 


A. B. OLSON, Manager of Agencies 


BANKERS LIFE INSURANCE COMPANY 


OF NEBRASKA 


: NEBRASKA 
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tonio; T. E. Craig, McKinney, and H. 
H. Collins of Corpus Christi. The ma- 
jority of the stockholders of the life 
company are stockholders in the fire and 
casualty company of the Fidelity Union 
group. 

The company was organized without 
promotion fees. Carr P. Collins some 
time ago sent out letters to the stock- 
holders in the other two companies of- 
fering stock in the life company on a 

yasis Of $200 per share. This stock was 
quickly subscribed. 

The company will begin writing busi- 
ness Jan. 1. Final arrangements are 
being made for the actual writing of 
business and some of the men connected 
with the concern say a_ considerable 
amount of business will be put on the 
books during the first month. 

It is understood the writing of busi- 
ness at the beginning will be confined to 
Dallas and vicinity and that just as soon 
as possible agencies will be planted over 
Texas by Mr. Colister. The company 
eventually will enter other states. 





Banquet for Trust Officer 


A banquet was given Saturday night 
at Oklahoma City in honor of Judge 
Thad B. Landon of Kansas City, vice- 
president and trust officer of the New 
England Trust Company. The guests 
comprised members and officers of the 
Oklahoma Association of Life Insurance 
Underwriters and officers of leading 
trust companies of Oklahoma City. C. 
C. Day, past president and chairman of 
the program committee of the Oklahoma 
association, presided. Judge Landon 
was key speaker. 


United Fidelity Life Convention 


Sales conferences and meetings for 
the discussion of agency problems occu- 
pied most of the annual convention of 
the United Fidelity Life last week at 
the home office building in Dallas, with 
more than 100 representatives of the 
company in attendance. A basketful of 
applications, amounting to $424,000, was 
presented by the agents to President D. 
E. Waggoner at the annual banquet. 
Mr. Waggoner was toastmaster. Speak- 
ers included J. J. Taylor of the Dallas 
“News” staff and Dr. Umphrey Lee, 
pastor of the Highland Park Methodist 
Church. More applications have been 
written this year than any previous year 
in the company’s history. 





Mid-Continent Life Meeting 


The Mid-Continent Life of Oklahoma 
City will celebrate Christmas with a 
party for officials, employes of the home 
office, their families and friends, the 
night of Dec. 22. 

The annual agency convention has 
been announced for Jan. 6-7 by Edwin 
Starkey, vice-president and agency man- 
ager. Tentative plans involve the pres- 
ence of nationally known speakers for 
the occasion. 


Seattle Managers’ Club 


The next meeting of the General 
Agents’ & Managers’ Club of Seattle is 
set for Dec. 24. A. S. Elford, inspector 
of agencies for the New York Life, who 
is now making a circuit of western Can- 
ada, will speak on a subject of his own 
choosing. Mr. Elford’s tour is being 
made in connection with a testimonial 
for Homer Vipond, recently appointed 
agents’ counsel for the New York Life 
in Canada. Mr. Elford is expected to 
return to Seattle this week. 


Kansas City Life Managers’ Meeting 

State managers of the Kansas City 
Life will meet at the home office Jan. 
2-3. Between 45 and 50 men are ex- 
pected to attend. Plans will be formu- 
lated at that time for the 1928 program 
of the company, and the state managers 
will make their pledges for the coming 
year. President J. B. Reynolds will 
open the meeting. No formal program 
will be followed, the entire two days to 
be devoted to general discussion and 
interchange of ideas. 














I notis sum Companys that hav the mostest lapses ar a talkin . 
the lowdest about there wunderful agency leeds. 


—Elisur Roug. 
These be changing times. The oil burner 
is chasing the coal hod, the hired girl wears 
silk stockings, the washwoman goes to work 
in her car—1900 looks like ancient history and 
the Spanish-American war’s as far back as the 
siege of Troy. 


But in the field of life insurance there’s no 
nickle-in-the-slot influence. The prospect 
must be sought out, labored with and finally 
convinced. 


And he must then be treated right, or he 
quits. 


This last paragraph is the chart we sail by. If 
you're on the same route, and the Northwest 
looks good to you—write. 


Check up the 30 to 40 millions group of 
Companies. 





Insurance Company 
MADISON, WISCONSIN 



































Security~— 


@ When the Mutual Benefit was 
organized in 1845 there were only 
a few Life Insurance Companies 
in the United States. Through 
the Wars, Panics and Epidemics 
of all these years, it has always 
stood safe and secure as a fore- 


Stephen M. Babbit most disciple of Pure Life In- 
President surance. 
The Mutual Benefit Life Insurance Co. 
HUTCHINSON, KANSAS Newark, N. J. 


Organised 1845 
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HE men who direct the 

destinies of an institu- 
tion are as important an 
indication of its strength 
as are the figures of its 
financial statement. 


BOARD OF DIRECTORS 


F. A. CHAMBERLAIN 
Chmn. Ex. Com. First National Bank 


E. W. DECKER 
President Northwestern National Bank 


Cc. T. JAFFRAY 
President “Soo” Railway 
THEODORE WOLD 


Vice President Northwestern National Bank 


E. L. CARPENTER 
President Shevlin-Carpenter-Clarke Co. 
B. F. NELSON 
President Hennepin Paper Co. 

A. F. PILLSBURY 
Treasurer Pillsbury Flour Mills Co. 
T. F. WALLACE 
Sec’y-Treas. Farmers & Mechs. Sav. Bk. 


Oo. J. ARNOLD 
President Northwestern National Life 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 





Minneapolis, Minn. 




















You are a producer 
You want a REAL job 
You believe in yourself 


A friendly interest is needed 


| Close co-operation is necessary 


Write or wire: S. 


OLUMBIA LIFE 


INSURANCE COMPANY 


Cincinnati, Ohio 
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MUST WATCH WOMEN AS RISKS 


Fidelity & Casualty Officer Says Mar- 
ried Women Who Work Tend to 
Prolong Disability 


NEW YORK, Dec. 14.—In the opin- 
ion of Vice-President W. McK. Hillas 
of the Fidelity & Casualty, the existing 
practice governing the writing of acci- 
dent and health insurance on women 
should be changed to meet present-day 
conditions. W omen in ever-greater 
number, he states, “continue in business 
after their marriage, with the result that 
not being wholly dependent upon their 
own earnings for a livelihood there is a 
tendency to prolong disability.” Under 
a regulation of the Fidelity & Casualty 
“married women living with their hus- 
bands; married or single women in the 
employ of relatives; women who con- 
duct their business at their place of resi- 
dence, or women working on an inter- 
mittent or fee basis, are not entitled to 
policies paying weekly indemnity bene- 
fits.” This is made upon the theory that 
they do not resume employment as 
promptly as do their single sisters, or 
those not in the service of relatives ‘and 
seasonal or intermittent employment 
tends to encourage claims during dull 
seasons. 2 

Generally speaking, casualty under- 
writers pay little attention to soliciting 
accident or health business from women. 
Agents declare that effort put forth in 
that direction is largely wasted. The 
class of women workers that buy acci- 
dent or health policies more largely than 
any other are school teachers, with 
nurses coming next. Actresses are so 
temperamental that few offices care to 
accept their risks. while the average 
stenographer or office employe regards 
her position as one to be held merely 
until she marries, and meantime is un- 
willing to part with the funds required 
for premium payments. It may be that 
in the steadv evolution of the economic 
world the dav may come when women 


| Supreme Court of NMability under a death 
|} claim made by Esther B. Long, in an 
|} odd controversy. The accident policy 
carried by her husband, a repairman and 
trackwalker for the Omaha & Council 
Bluffs street railway company, contained 
a clause protecting him on injuries or 
death resulting from accidents occurring 
while he was walking on the public 
streets. Walking on the public streets 
was part of his job and when he was 
doing so he was struck and killed by 
an automobile. The company insisted 
that he was killed while at work, where- 
as the clause in question meant when 
he was on the streets as a pedestrian. 

The court said the street car com- 
pany did not have exclusive and entire 
use of the streets and that the automo- 
bile had a right there. Holding that the 
company had assumed no such risk, the 
court absolves it from liability. 


Germ-Accident Ruling in Washington 
OLYMPIA, WASH., Dec. 14—The Wash- 
ington Supreme Court holds that the 
presence of abrasions on the hands or 
body, in which infection occurs, are in 
themselves evidence of accidental injury 
without requirement of such proof. It 
is also held that the introduction of in- 
fectious germs themselves into the cir- 
culatory system is an accident. 

The decision reverses the Yakima 
County Court, which denied recovery to 
Annie Carpenter for $1,500 under a pol- 
icy of the Pacific Mutual Life for the 
death of her husband, George W. Car- 
penter, a rancher, who died Jan. 26, 1926, 
from infection resulting from skinning 
a sheep, and directs judgment in that 
amount. 

It is held that the germ that caused 
the disease entered from the outside; 
therefore, it is external. It was a foreign 
substance forced into the circulatory 
system; therefore it enters by violence. 
Its entry was not intended or expected; 
therefore it was accidental. 








NEWS OF FRATERNALS | 











TWO NEW FORMS ANNOUNCED 





workers will be interested enough in the 
subiect of accident and health protection 
to buy indemnity in such volume as to 
afford a proper spread of the business 
and to warrant casualty companies in 
making a drive for such risks. 


Inter-Ocean Casualty Meeting 


Leading producers of the Inter-Ocean 
Casualty of Cincinnati were in that city 
Wednesday and Thursday of this week 
for a sales and business convention. 
About 50 attended. They have qualified 
by a minimum production since the be- 
ginning of the year. Two women are 
included in this number, Elinor Robin- 
son of Indianapolis and Rose M. Creger 
of Cincinnati. 

Clarence C. Wysong, 
ance commissioner, was a 
the banquet Wednesday evening. Spe- 
cial get-together luncheons were ar- 
ranged for Wednesday and Thursday 
noon. J. W. Scherr, president of the 
Inter-Ocean Casualty, is now the presi- 
dent of the Health & Accident Under- 
writers’ Conference. 


Indiana insur- 
speaker at 


Consider Over-Age Risks 


NEW YORK, Dec. 14.—When the 
governing committee of the Bureau of 
Personal Accident’ and Health Under- 


writers meets here Friday, consideration 
will be given the matter of accident rates 
for over-age risks. Feeling that the data 


now in hand regarding health insur- 
ance is in sufficient volume to serve as a 
reliable basis for making deductions, 


the further tabulation of experience, ex- 
cept under policies carrying the waiting | 
period, has been abandoned by the bu- | 
reau. 


Must Be “On Street” as Pedestrian 
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LINCOLN, NEB., Dec. 14—The North 
American Accident was relieved by the 





Fraternal Reserve Association of She- 
boygan, Wis., Issues Juvenile and 
20-Pay Adult Policies 


The Fraternal Reserve Association of 
Sheboygan, Wis., is issuing two new 
certificates—juvenile-adult and adult 20- 


pay—and after Jan. 1, 1928. will issue 
a 20-year endowment certificate. The 
juvenile-adult certificate is limited to 


$1,000 and is a regular juvenile policy to 
age 16, after which it becomes a 20-pay 
life policy maturing as an endowment at 
age 65. The rates and death benefits 
are as follows: 
Juvenile Death 
Benefits 


Juvenile Premium 
Rates 


Amount Are next 
Age next of Ins Birthday 
Birthday Pavable When 
at Death at Death Insured Annual 
, $ 2” . $2.73 
2 50 2 Bee 
3 75 3 2.67 
4 100 4 2.70 
5 130 19 9.79 
6 160 6 2.91 
7 200 7 3.03 
250 8 3.18 
9 320 9 3.29 
10 non 10 3.60 
11 500 i. 2.90 
12 600 12 4.96 
13 700 13 4.71 
14 800 eee 5.28 
15 900 15 5.97 
16... "1,000 Pelee . 
The annual rate after age 16 is $23. 31 
Rates on the adult 20-pay life certifi- 
cate are as follows: 
Age Annually Age Annually 
16. sad an «+benen eeu 32.59 
17 ann St sexta veetus 33.46 
18 Se Oe cacksnn ees 24.328 
19 CMe sesevenée ee 35.33 
20 gk apse 38.35 
21 ko ge ee 37.41 
22 26.31 37 38.53 
23 i 2 2a 39.7 
24 i Cr séeeee 40.96 
25 28.12 40 42.28 
26 28.79 41 43.68 
27 ee 2. <enenane 45.16 
28 RN OM 42 46.7: 
24 . 20.98% 44 48.40 
30 . 31.76 45 50.19 
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NEWS OF LIFE POLICIES 


New Policies, Premium Rates, | ividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, etc. Supplementing the ‘Unique Manvel 
Digest,” oublished annually in May et $4.00 and the 
“Little Gem” published annua!ly in Apri! at $2.00. 














BERKSHIRE LIFE DIVIDENDS 





Increase Shown in New Schedule for 
1928 for Principal Policy 
Forms 





The Berkshire Life has announced its 
1928 dividend schedule, showing an in- 
crease over last year. The dividends are 
given below for the principal policy 
forms: 

Ordinary Life 


Age .... 25 30 35 40 50 60 
$ 3 $ BS BS 
Prem. ..20.14 22.85 26.35 30.94 45.45 72.84 
Div. Yr 
1 --+- 3.90 4.00 4.14 4.36 5.73 9.20 
2 . 3.98 4.10 4.2 4.57 6.16 9.75 
3 . 4.07 4.22 4.42 4.78 6.59 10.31 
4 . 4.16 4.35 4.59 5.00 7.04 10.89 
) . 4.26 4.48 4.76 5.23 7.49 11.47 
6 . 4.36 4.61 4.95 5.47 7.95 12.06 
7 . 4.47 4.75 6.14 56.75 8.37 12.53 
8 4.58 4.89 5.34 6.04 8.79 13.19 
9 . 4.70 5.04 5.55 6.34 9.22 13.97 
10 ...... 4.82 5.20 5.74 6.66 9.65 14.73 
1 4.94 5.37 5.96 6.97 10.08 15.46 
12 . 5.06 5.54 6.21 7.31 10.50 16.14 
1: 5.23 5.72 6.46 7.66 10.93 16.80 
14 . 5.38 5.91 6.75 8.01 11.36 17.46 
15 . 5.53 6.10 7.05 8.39 11.79 18.10 
16 - 5.69 6.31 7.37 8.79 12.23 18.73 
17. . 5.86 6.56 7.68 9.14 12.64 19.32 
18 6.04 6.83 8.01 9.48 13.16 19.90 
19. 6.22 7.09 8.36 9.84 13.71 20.48 
20 6.42 7.38 8.71 10.19 14.23 21.04 
20-Payment Life 
Age 25 30 35 40 50 60 
$ $ $ § z 
Prem. ..30.07 32.83 36.17 40.34 52.83 76.59 
Div. Yr 
<1 4.23 4.32 4.47 4.68 5.97 9.31 
D ate eal 4.42 4.53 4.70 4.99 6.48 9.86 
3 4.61 4.76 4.95 5.31 7.00 10.45 
SD waeees 4.82 5.00 6.24 5.64 7.53 11.05 
5 .... 5.04 65.25 5.54 6.00 8.07 11.69 
6 . 5.27 5.51 5.85 6.36 8.60 12.34 
as 5.51 5.80 6.18 6.77 9.11 12.88 
8 5.77 6.09 6.52 7.20 9.62 13.61 
Paes cece 6.04 6.39 6.88 7.63 10.14 14.40 
Peer 6.32 6.71 7.32 8.08 10.66 15.13 
11 6.62 7.04 7.62 8.54 11.17 15.81 
12 . 6.94 7.39 8.03 9.03 11.69 16.44 
13 . 7.26 7.76 8.46 9.52 12.20 17.05 
14 . 7.60 8.13 8.91 10.02 12.72 17.62 
15 7.95 8.52 9.39 10.54 13.24 18.17 
16 . &.30 8.93 9.88 11.07 13.76 18.69 
17 8.68 9.38 10.38 11.59 14.26 19.06 
18 9.07 9.83 10.88 12.09 14.82 19.31 
19 9.47 10.31 11.41 12.61 15.36 19.41 
0 9.90 10.80 11.94 13.13 15.85 19.27 
20-Year Endowment 
Age 25 30 35 40 50 60 


3 § £ : 
Prem 49.03 48.71 49.75 51.39 58.76 78.46 


l 4.81 4.8 4.89 5.01 6.17 9.37 
2 6.19 56.22 5.29 5.45 6.7 9.94 
3 560 5.64 5.70 5.91 7.32 10.54 
4 6.04 6.07 6.16 6.38 7.91 11.16 
5 6.50 6.53 6.64 6.88 8.52 11.81 
6 . 6.97 7.91 7.15 7.40 9.13 12.47 
7 7.46 7.51 7.66 7.95 9.71 13.03 
- 7.99 8.04 8.19 8.52 1030 13.77 
9 8.53 8.59 8.76 9.12 10.88 14.56 
10 9.10 9.17 9.32 9.74 11.47 15.29 
11 9&8 9.77 993 10.28 19.05 15.97 
12 19.21 10.39 10.57 11.03 12.44 16.60 
13 10.95 11.04 11.23 11.69 13.23 17.18 
14 11.69 11.70 11.91 12.27 13.82 17.71 
15 17.20 19.39 12.62 13.07 14.41 18.20 
16 12.91 18.11 12.36 13.76 15.01 18.65 
17 12.75 13.87 14.11 14.44 15.57 18.92 
18 14.454 14.65 14.85 15.16 16.15 19.00 
19 15.3 15.44 15.61 15.86 16.68 19.86 
20 16.18 16.27 16.40 16.57 17.15 20.37 


Northwestern Mutual Life 


The Northwestern Mutual Life an- 
nounces that the dividend rate for 1928 
will be the scale adopted in 1925 and 
continued through 1926 and 1927 











Inclusion of “illustrative dividends” in 


the first section of the manual is now 
unnecessary, as the company now has 
20 years’ experience under the 1908 pre- 
mium rates.”® The dividends listed in the 
dividend section will therefore be the 
ictual “dividends payable” in 1928, ex- 
cept In the few cases where no policy 
was issued and continued in force under 
the age and plan represented 

In the second section of the manual 
which deals with the addition plan, “il- 
lustrative dividends” are used because 
the examples of the mechanical working 
f the plan extend, in many cases, be- 
vond 20 years. 


National Life, U. S. A. 
Broader coverage is offered by the Na- 
tional Life, U. 8S. A., in Its revised poli- 
ies. All restrictions as to military and 
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ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 


A CHRISTMAS 
POLICY 


Properly presented, our Ju- 
venile policies have a wonder- 
ful appeal at this time of the 
year. Royal Union agents are 
suggesting Juvenile policies as 
practical Christmas gifts for 
the children. There is avail- 
able no finer exemplification of 
the Christmas spirit. For a lit- 
tle boy or girl, a policy for his 
or her “very own” is an endur- 
ing gift. 











These bustling days leading up 
to Christmas are finding our 
agents devoting their time al- 
most exclusively to the sale of 
our children’s policy forms. 





‘ 
Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, lowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


A. C. TUCKER, President 











THE SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, PRESIDENT 


WITH 
Over Fifty Million 
SEE wicubGuickcedvd00e+sceqquneeeeeneeeeeeee Over Six Million 
AND THAT HAS 
Paid Policyholders since organization. ............++++++++++++> Five Million 
WANTS—General Agents and Managers in‘17 states 
Contract—Commissions or commissions and expense allowance 


Address: S. W. Goss, Vice-President, 134 N. La Salle,St., Chicago, IIL 





- 














George Washington Life Imsurance Company 
CHARLESTON, WEST VIRGINIA 


HARRISON B. SMITH, President 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 
The States of West Virginia, Virginia, Ohio, Kentucky, ‘Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, -Oklahoma and Washington. 


Address 
ERNEST C. MILAIR, Vice-President and Secretary 
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The Direct Agency System a Success 
One Hundred Millions in Force 


THE COLUMBUS MUTUAL LIFE INSURANCE CO. 


The Third Ohio Company to Reach the Hundred Million Mark 


It took the ‘first company thirty (30) years and the second 
company twenty-eight (28) years to aceomplish what The 
Columbus Mutual has accomplished in nineteen and a half 


(19%) years. 


Our Business has all been written direct through our own 
agents. THE COLUMBUS MUTUAL HAS PASSED IN 
VOLUME FIFTY-SIX (56) COMPANIES ITS OWN AGE 
OR OLDER and only one younger company has more business 
in force which did not combine with or reinsure other com- 
panies. 


“TWO HUNDRED MILLION IN ’32” 
HELP WRITE THE SECOND HUNDRED MILLION 


The Columbus Mutual Life 


Insurance Company 


580 E. Broad Street, Columbus, Ohio 
D. E. Ball, Vice-President and Sec’y. 


C. W. Brandon, President 























“C’mon Joe, let's take a few days off. You can’t sell insurance 
in vacation time anyway.” 

“Not a chance, Walt. I’m settling one accident and two health 
claims today. That means three good prospects for more life 


insurance. Vacations cost me twice what they do you since 
I'm selling Perfect Protection for the Reliance Life.” 





naval service at the time of war are now 
eliminated. A rider is now included, 
except in the state of Nebraska, contain- 
ing a provision for the payment of in- 
surance in the event of death while the 
insured is riding as a passenger in a 
licensed commercial aircraft. 


INCREASE FOR MUTUAL LIFE 
Year’s Dividend Scale Shows 


Lower Net Costs on Principal 
Policy Forms 


Next 


The new 1928 dividend scale of Mu- 
tual Life of New York shows a consid- 
erable increase over the previous scale, 
new last year. The company has in- 
creased its scale each year beginning 
with 1921, this being the eighth consecu- 
tive increase. Illustrative net costs on 
the principal policy plans are as follows: 

Ordinary Life 
Age .... 25 30 35 40 45 50 





3 $ $ $ $ 3 
Prem. 21.49 24.38 28.11 33.01 39.55 48.48 
Div. Yr 
eeeees 14.70 17.14 20.25 24.27 29.63 36.83 
D acsse's 14.34 16.74 19.80 23.78 29.05 36.14 
B evwvee 14.26 16.63 19.64 23.57 28.56 35.74 
@ coven 14.17 16.49 19.47 23.33 28.45 35.34 
D enkeue 14.04 16.33 19.27 23.07 28.10 34.93 
seeds 13.88 16.17 19.05 22.79 27.73 34.52 
T attend 13.74 15.99 18.82 22.50 27.35 34.11 
D sovsise 13.59 15.80 18.58 22.21 26.99 33.68 
D «sven 13.44 15.60 18.34 21.90 26.63 33.27 
BD scveoss 13.29 15.40 18.08 21.57 26.25 32.86 
Be coven 12.41 14.28 16.69 19.88 24.39 30.82 
OP actaks 11.34 12.98 15.12 18.18 22.57 29.04 
20-Payment Life 
Ae cscs 30 35 40 45 50 
3 $ 3 $ $ z 
Prem. ..31.83 34.76 38.34 42.79 48.52 56.17 
Div. Yr. 
1 ......23.78 26.27 29.23 32.86 37.50 43.58 
2 23.30 25.74 28.66 32.25 36.82 42.81 
S aeawe 23.09 25.49 28.37 31.92 36.42 42.32 
4 22.86 25.23 28.06 31.56 35.97 41.82 
DB scawet 22.59 24.92 27.73 31.16 35.53 41.32 
ee 22.29 24.61 27.36 30.75 35.04 40.81 
T saseee 21.99 24.28 26.98 30.32 34.54 40.29 
D actieu 21.69 23.94 26.59 29.89 34.05 39.75 
© on cnwe 21.38 23.58 26.19 29.43 33.56 39.23 
10 21.05 23.21 25.77 28.95 33.04 38.71 
eee 19.23 21.15 23.49 26.42 30.42 36.01 
Oe 17.04 18.74 20.86 23.70 27.63 33.27 
20-Year Endowment 
Age .... 25 30 35 40 45 50 
$ g i 3 
Prem. ..49.19 50.13 51.47 53.49 56.69 61.90 
Div. Yr. 
ovunes 39.99 40.60 41.48 42.84 45.14 48.93 
SS esenka 39.28 39.88 40.74 42.10 44.35 48.09 
3 .38.84 39.43 40.28 41.62 43.85 47.53 
ere, 38.37 38.94 39.79 41.11 43.31 46.96 
D xceee 37.84 38.41 39.26 40.57 42.73 46.38 
© esedhe 37.28 37.87 38.70 40.00 42.13 45.79 
7 ..36.71 37.30 38.12 39.40 41.51 45.19 
DP wetoow 36.13 36.71 37.52 38.80 40.89 44.57 
D woeeed 35.52 36.09 36.91 38.17 40.27 43.96 
OF scwnnd 34.90 35.46 36.26 37.52 39.63 43.34 
eo 31.37 31.92 32.73 34.01 36.26 40.12 
20. .25.83 26.58 27.66 29.28 31.90 36.18 
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JOHN HANCOCK PROMOTIONS 


Number of Advances to Assistant 
Superintendents Made—Transfer 
Other Assistants and Cashier 





The following named men have been 
promoted by the John Hancock Mutual 
Life from the rank of agents to assist- 
ant superintendents in the districts of 
their service: Robert S. Preyer, Hemp- 
stead, L. I.; James M. Kirwan, Chicago; 
LeRoy N. Babbitt, Webster (Danielson 
detached); Robert P. Cochran, New Lon- 


don (Norwich detached); Willard G. 
Yager, Elizabeth (New Brunswick de- 
tached); John H. Crespin, Davenport 


(Moline detached); William H. Buchanan, 
Flint; John D. Stewart, Kansas City; 
Earl J. Cline, Louisville; Herbert Hout- 
man, Hempstead, L. I.; Ernest F. Sack- 
steder, Dayton; Charles A. Smith, Cam- 
bridge; Louis J. Hinkley, Waterbury; 
Samuel H. Levine, Cleveland 1; Leonard 
G. Nusbaum, Chicago 6; Albert L. A. 
Lamy, Fitchburg (Gardner detached); 
Samuel Gortz, Paterson, N. J. (Passaic 
detached); Joseph F. O'Neil, Boston; 
Philip Vogel, Jersey City (Bayonne de- 
tached); Eugene D. Brissette, James 
Egan, Eugene R. Boucher, Woonsocket, 
R. L.; Owen E. Short, Binghamton, N. Y.; 
John C. Shandor, McKeesport, Pa.; Moses 
Demers, Holyoke, Mass. 

These men have been promoted and 
transferred: Charles W. Ames, Jr., from 
agent at St. Louis 3, to an assistant su- 
perintendent at Peoria; John Beebee, 
from agent at Des Moines, to an assist- 





ancy at Peoria; Emile J. Denis, from 
agent at Providence to an assistant su- 
perintendent at Framingham (Hudson 
detached): Louis H. Oldenburg, from 
agent at East St. Louis, to an assistancy 
at Cincinnati 2; George E. Mong, from 
agent at Fort Wayne, to an assistancy at 
South Bend. 

Assistants transferred were: Frank M. 
Quinlan, from Fitchburg to Holyoke, 
Mass.; Wm. VonGarlem, from Jersey City 
(Bayonne detached), to Jersey City 
proper; William Gavronsky, from Eliza- 
beth (New Brunswick detached), to 
Elizabeth (Plainfield detached); Harry 
Pfister from Cambridge to Malden, Mass. 

Other changes made: Harold C. Clark, 
from assistant cashier at St. Louis 3, to 
cashier at Peoria. 


News of the Prudential 


Division P of the Prudential recently 
promoted several agents to assistant 
superintendent, including Frederick H 
Schwaibold, Milwaukee No. 5, who re- 
mains in the same office; Caesar J. Tra- 
montin, Escanaba, Mich., who goes to 
Iron Mountain in the same _ district; 
Charles Panas, Racine, Wis., who goes 
to South Milwaukee, in the same dis- 
trict, and Leo E. Nolan, Duluth, Minn., 
who remains there. 

The promotion of Special Inspector 
Thomas Mason of Division D to be su- 
perintendent at West Chester, Pa., is an- 
nounced. 

After a long illness, 
Ernest von Kleeck of the Darby, 
district, has resumed his duties. 

Superintendent W. J. Walsh of Ma- 
hanoy City, Pa., recently observed his 
35th anniversary as a Prudential man. 
He has been in the district he now di- 
rects since Nov. 30, 1896. Agent F. B 
Hastings, Waverly, N. Y., has completed 
20 years of service. 

Assistant Superintendent T. D. Bart- 
lett of the Prudential, operating a de- 
tached assistancy at Bedford, Ind., of the 
New Albany district, has the distinction 
of leading the entire Division G assist- 
ancy force in net industrial increase for 
the year to day. The “Weekly Record,” 
lists Mr. Bartlett in 76th place among 
the 200 Prudential leaders for 1927. 

Division G's leading agent in indus- 
trial net increase for 1927 is L. L. Row- 
lands of Dayton No. 2, and he ranks No 
16 among company leaders in this re- 
spect. This agent has also made a nice 
ordinary record, and is enrolled among 
the $50,000 producers for the current 
year. On his debit of approximately 
300 his arrears and advance payments 


Superintendent 
Pa., 


are persistently maintained at figures 
that merit the approbation of the home 
office. 

John F. Kelly, formerly agent in the 


Philadelphia No. 2 district, is promoted 
to be an assistant superintendent in the 
same territory. 


Western & Southern News 


At the annual meeting of the Welfare 
Club of the Western & Southern Life In- 


surance Company the following officers 
were elected for 1928: John Molloy, 
president; Dean Henry, vice-president 


and chairman of entertainment commit- 
tee; Hilda Rosing, secretary; Evy Nip- 
pert, treasurer. The company announced 
that it would contribute $100 for each 
of the four entertainments to be given 
next year. 

Superintendent A. Miroff has been 
transferred from the Chicago-Englewood 
district to the Chicago-Douglas Park 
district, and is succeeded at the former 
office by Superintendent M. Gatto. 

A. R. Fogle has been appointed super- 


intendent of the Kokomo district, suc- 
ceeding W. L. Poston, who is now in 
charge of the Hammond district. 


Officials of the Western & Southern 
Life and of other Cincinnati life com- 
panies and also general agents were en- 
tertained at dinner by the 5th-3rd Union 
Bank & Trust Company. The purpose 
of the banquet was to emphasize the 
importance of the life insurance trust 
service rendered by the banky 

Director of Agencies H. Thos. Head of 
the Western & Southern Life was 
honored last week at the opening of Cin- 
cinnati’s magnificent new Chamber of 
Commerce building by being appointed 
to the membership cemmittee which is 
now waging an energetic campaign for 
new members. 


Retires from Our Home Life 


S. W. Jameson, former president of 
the United Life & Accident and since 
last June with Our Home Life of Wash- 
ington, D. C., is retiring from the lat- 
ter company as of Jan. 1, and will 
shortly announce another connection. 
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NEWS OF LOCAL ASSOCIATIONS 














ASSAILS “TWISTERS” IN TALK | 


Taking Away a Man’s Program for 
Sake of Commission Is Act 
of Thief 


WAUKEGAN, ILL., Dec. 15.—More | 
than 125 members and guests of the in- 
surance division of the Waukegan-North 
Chicago Chamber of Commerce met De- 
cember 9. Among the guests intro- 
duced at the dinner were Mayor Yeager, 
President Stead of the Chamber oi! 
Commerce, Frank Fowler, its secretary; 
Clinton F. Criswell, secretary of the Il- 
linois association. 

The drawing card was Darby A. Day, 
Chicago manager for the Union Central 
and president of the Illinois State asso- 
ciation. He directed his remarks par- 
ticularly to the bankers and business 
men present, showing that life insurance | 
is the basis of all true estates and the | 
safest, most productive and flexible se- 
curity that a business or — 


man could invest in. 

“Life insurance,” said Mr. Day, “is 
not a job, it is a mission. We are pio- 
neers and estate builders. A life insur- 
ance man should remember that he is 
serving his community. 

“The ‘twister’ who takes away a man’s | 
program in order to make a commission 
is nothing better than a d—d thief. 





What would you think of some one who 
said your baby was not as pretty as 


changed for a fee?” 

A. E. Enerson, district agent of the 
Northwestern Mutual and president of 
the insurance division, presided. He 
complimented the special committee un- 
der the leadership of C. S. Alshuler of 
the Mutual Benefit for its success in 
working up such a large attendance. 

* x 


Peru, Ind.—An organization of a life 
underwriters’ association has been per- 
fected by local life insurance men repre- 
senting legal reserve companies. It was 
stated an affiliation would later be es- 
tablished with the national organization. 
Officers elected are: President, G. N. 
Summers; vice-president, Leo F. Ramsey; 
secretary F. O. Whitecotton, and treas- 
urer, M. E. Andrews. 

& ¢ 8 

Altoona, Pa.—Leo P. Jones, vice-presi- 
dent of the Susquehanna Trust Company 
of Williamsport, was the speaker at a 
recent meeting of the Altoona associa- 
tion, discussing “Life Insurance Trusts.” 
He pointed out the valuable protection 
given to all parties concerned when the 
insurance of the deceased is placed in 
the hands of a trust company, by the 
deceased’s beneficiaries, for investment 
purposes. Thus, he claimed, the bene- 
ficiaries receive the financial protection 
meant for them by the insured. 

x * * 

Seuthwest Texas—The Southwest 
Texas association held its regular 
monthly meeting in San Antonio. Presi- 
dent John E. Mitchell of the Aetna Life 
presided and introduced six new mem- 
bers. 

There were 31 present, among them 
being Guy MacLaughlin, vice-president 
of the American College of Life Under- 
writers and a director of the National 
association; Gordon Thomson, vice-presi- 
dent of the West Coast Life, and Dr. 
Austin, medical director of the West 
Coast Life. 

Mr. MacLaughlin gave some ideas on 
the American College of Life Under- 
writers as well as the importance of co- 
operation between insurance men and 
the trust departments of banks. 

John E.: Mitchell, O. D. Douglas and 
Ernest J. Brown, Jr., were selected to 
confer with local banks and trust officers 
regarding a meeting of trust officers and 
life underwriters in January. 

*x* * * 

Toledo, 0.—The December meeting of 
the Toledo association was in the nature 
of a Christmas get-together. D. I. Gor- 
man, agency director of the Mutual Life 
of New York was chairman of the day. 

Julius Blair, chairman of the enter- 
tainment committee arranged to have a 
group of boys from the vested choir of 
St. Mark’s Episcopal Church sing Christ- 
mas carols. Gus Caller and Julius Blair, 


| 
t 
some other, and offered to get it ex- | 








well known life insurance men, and 
former choir boys at St. Marks, assisted 
the boys. 


Chairman German introduced A. P 


| Ballou, state manager for Michigan for 


the Mutual Life of New York, as speaker. 
He told of Mr. Ballou’s steady progress 
up the ladder with the Mutual Life. He 
started in Chicago, was made head of 
the corporation department there and 
later became state manager for Ken- 
tucky, being advanced from this posi- 
tion to state manager for Michigan with 
headquarters at Detroit. In ten months 
he has increased the business of the 
agency over $1,000,000. 

Mr. Ballou’s subject was “The Evolu- 
tion of the Agent.” He drew a picture 
of the dignity and beneficence of the 
work of the agent which could not fail 
to stiffen the backbone of the man with 
the rate book, and make him feel that 
he is as good, if not a little bit better 
than his prospect, no matter how exalted 
his station in life. 

x* *« * 


Richmond—Using blackboard illustra- 


| tions, Dr. Frank P. Righter, medical di- 


rector of the Atlantic Life, made a prac- 
tical talk on “Simple Anatomy,” before 
the Richmond Association of Life Under- 
writers at its December meeting. 

The mortality of a company, he told 
the Richmond underwriters, is in inverse 
proportion to the intelligence, integrity 
and interest of the soliciting agent. Con- 
sequently, the agent should be better 
prepared to judge a risk so as to be able 
to present facts which might be of value 
to the company if he has its interest at 
heart. Dr. Righter pointed out the 
symptoms of the more important dis- 
eases, showing the effects they have on 
the human system. The trained under- 
writer might frequently observe these 
and pass the information along to his 
company. 

A committee consisting of A. P. Wil- 
mer, N. D. Sills and E. M. Crutchfield 
was appointed to draft suitable resolu- 
tions on the death of Edward A. Woods, 
general agent at Pittsburgh for the 
Equitable of New York. President Ralph 
P. Harrison referred to Mr. Woods as the 
greatest agency man that ever lived, 

Lawrence W. Efford, agent for the 
Prudential, was admitted to membership 


in the association. 
*x* * * 

Des Moines—At the weekly meeting 
of the Des Moines association, W. H. 
Bilheimer, vice-president of the Mer- 
chants Life of this city, delivered the 
address. He gave the large attendance 


of the membership some convincing ar- 
gument, eloquently presented, touching 
the practical side of salesmanship. 

The speaker lamented the “wild 
goose” chases in which alleged leaders 
of life insurance thought have at various 
times guided their agents. He cited the 
movement of a decade ago toward 
“estate” insurance, pointing out that 
only 11 men of 100 leave an estate and 
that underwriters are foolish to con- 
centrate on this small percentage, leav- 
ing the other 89 untouched. He recalled 
the rush for “programing,” pointing out 
that by 1916 income tax reports only six 
men out of 100 have incomes exceeding 
$4,000. He cited the thought and energy 
that has been devoted to “bequest” in- 
surance, stating that only a very few 
cases, in cities like Des Moines, or 
smaller, can ever be interested in this 
coverage. 

ee 2.6 


Danville, I11l.—In his address before the 
Danville association, Darby A. Day, 
president of the Illinois Association of 
Life Underwriters, made some pointed 
remarks along the lines of general sales- 
manship. 

“Ask your prospect,” he said, “to tell 
you something of his aims in life. Then 
you can study your wares in order to 
intelligently decide what to prescribe for 
him. 

“We should be merchandisers of 
estates, or any conditions that a man 
wishes to achieve. Find out what your 
prospect's ambitions are and then show 
him how life insurance will accomplish 
them. 

“No man can buy life insurance tomor- 
row as cheaply as he can today, and it 
will never be worth less than it is right 
now. In fact, life insurance is guar- 
anteed to be worth more next year than 
it is now. What other security is?” 

A nominating committee was appointed 
in connection with the election of a di- 





Speaking of Gifts 


Here’s a suggestion which, followed oul, 
would please not only the recipient but the 


giver as well, 


What greater gift 
could a wife and 
mother recetve 
than proof of 
her absolute se- 
Curity against 
want, whatever 
might happen 
to the family 
Provider r 


A Prudential Life 
Insurance policy 
is ideal as such a 
safeguard. 


This Company’s Ordi- 
nary Agencies, loca- 
ted in all larger cities, 
offer an unexcelled 
service to brokers..: 


The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, Pyeaident 
Home Office - Newark, New Jersey 
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SER VICE CO-OPERATION 


is our plan for the building 
of this Company. 


WE KNOW YOUR PROBLEMS; THEREFORE 
WE CAN MAKE IT PROFITABLE TO YOU 


and 


If you are looking for 
an agency connection 
write 


MODERN LIFE 


INSURANCE COMPANY 


of Minnesota 
St. Paul | Minnesota 


Cc. D. MAC LAREN 
President 


M. A. NATION 
Vice-President and General Manager 
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MANAGER 


For 
Chicago, Illinois Branch Office 


Company Maintains Suitably Equipped Offices, Including 
Experienced Cashier and Will Pay Salary, Bonus and 
Commission to Right Man Capable of Developing Agency 
Organization in ths City of Chicago and Adjoining Terri- 
tory. 


WANTED 


For particulars -vrite or telegraph immediately 





ORDINARY ACENCY DEPARTMENT 


| AMERICAN NATIONAL 
| INSURANCE COMPANY 
Galveston : Texas 

(AN communications treated s.rictly confidential) 


| INSURANCE IN FORCE OVER FOUR HUNDRED FIFTY 
: MILLIONS! 








—— 
——— 


YOUR OPPORTUNITY 


Are you ready to broaden? 











Regional Manager or General Agent. 
Splendid inducements. 


We have had 20 years consistent growth and are now in 
an extensive expansion program. 


Agency Department under men who understand your 
problems. 


We have a special contract for choice territory in Min- 
nesota—South Dakota—Nebraska—lIowa. 


Honesty—Ability to write new business and build an 
agency are the essential qualifications. 


Write us in confidence to see if our desires and qualifi- 
cations are mutual, 


Address C-58 
Care The National Underwriter 









































rector at the January meeting. L. P. 
Livengood, general agent of the Minne- 
sota Mutual and President of the Dan- 
ville association, presided. 

x *x* * 

Springfield, 111.—Car! A. Peterson, vice- 
president of the Mutual Trust Life of 
Chicago, addressed the Springfield asso- 
ciation Dec. 9, using as his subject, “The 
Achievement of Success.” 

The Springfield association continues 
to enlarge its activities and has now 
reached a membership of nearly 100. 

. & = 

Bloomington, Ul.—Henry K. Schoch, 
assistant general agent for the Aetna 
Life in Chicago, addressed the Bloom- 
ington association Dec. 12. He used as 
his subject, “Making More Money in 
1928," which he showed was possible to 
agents who learn how to study insurance 
needs and fit an intelligent program to 
them. 

Cc. O. Hamilton of the American Bank- 
ers local agency, president of the asso- 
ciation, presided. 

Sk. 

Tulsa, Okla.—The tentative program 
announced for the sales conference to be 
held by the Tulsa association Feb. 3 in- 
cludes H. F. McDowell, president; the 
president of the Oklahoma Life Under- 
writers Association; Jesse G. Read, Ok- 
lahoma insurance commissioner; “Life 
Insurance Yesterday, Today and Tomor- 
row,” by N. E. Walker of St. Louis; 
“Business and Corporation Insurance,” 


by Harry W. Stanley of Wichita; “Life 
Insurance the Hope Chest of the Na- 


tion,” by Mansur B. Oakes, president of 
the Insurance R. & R. Service; “ Can the 
Life Underwriter Go It Alone?” by Roger 
B. Hull, general counsel of the National 
association; “The Effect of Federal 
Estate and State Inheritance Tax on the 
Estates of Man,” by M. M. Mahany, tax 
counsel for the L. E. Cahill Co., Tulsa: 
“Other Aids to Selling,” by Charles T. 
Evans of Little Rock, Ark. 


A banquet will be given the same 
night with John A. Reynolds of the 
Union Trust Co. of Detroit as principal 
speaker 

* * * 


Saginaw, Mich.—Unfatr competition 
and “knocking” of other agent's business 
are very nearly eliminated through the 
good fellowship generated by agents’ as- 
sociations, according to Daniel G. Neu- 


ber, superintendent of agents for the 
Detroit Life, in an address last week 
before the Saginaw association. Paul 


F. H. Morley, who also spoke, said that 
while insurance may not seem the best 
investment in the world to the average 
business man, its value as protective 
“cushion” and a source of immediate 
cash of aid to a family in settling an 
estate was emphasized as of interest 
even to the wealthiest executives. “The 
life underwriter,” Mr. Morley declared, 
“renders a distinct service to the extent 
that he does not have to appeal to the 
emotions of a man, but can sell his com- 
modity from the standpoint of dollars 
and cents.” President Fred M. Bullock 
presided and introduced the speakers. 
x* * * 

San Francisco—A (Christmas party and 
luncheon was given Dec. 15 by the San 
Francisco association. Charles Deems, 
rector of Trinity Episcopal Church, gave 
a Christmas address, and entertainment 
was furnished by the Phoenix Mutual 
Life quartet and other local artists. 
Gifts for those in attendance were pro- 
vided by the general agents and mana- 
gers members of the association. Presi- 


dent Arthur S. Holman presided. 
x* * &* 
Baltimore—The Baltimore association 


on Jan. 12 will be addressed by 
Marshall Holcombe, Jr.. manager of the 
Life Insurance Sales Research Bureau, 
Hartford. The meeting will mark the 
opening of the School of Life Insurance 
Underwriting and the students of the 
school will meet with the members of 
the underwriters association. 
* * 

Oklahoma City—The Oklahoma asso- 
clation heard Judge Thad B. Landon of 
Kansas City, Mo., discuss “Life Insur- 
ance as an Investment” at its meeting 
Saturday. Judge Landon is vice-presl- 
dent and trust officer of the New England 
Trust Company of Kansas City, and is 
handling the trust arrangement for the 
present owners of the Kansas City 
“Star,” covering the life insurance taken 
out by the late Irwin Kirkwood for the 
benefit of his business associates. 

He discussed life insurance purely 
from the point of investment, an invest- 
ment that will deliver 100 cents on the 
dollar and more. He dwelt on the pur- 
poses of life insurance—to create an es- 
tate, to protect an estate, or to provide 
a legacy or bequest, and told of the 
splendid possibilities of team work be- 
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tween life underwriters and trust 
officers. 

An invitation to attend the sales 
congress at Tulsa Feb. 3 was presented 
by H. F. McDowell, president of the 
Tulsa association. 


*x* * * 

Fort Dodge, Ia.—Thirty-four life under- 
writers and their wives spent an enjoy- 
able evening Dec. 10 at a dinner which 
is an annual event where all business 
worrles are set aside and all are out for 
a general good time. Community sing- 
ing was led by Bernard O'Leary, and 
after the eats a program was put on by 
different underwriters. 

oe 2 2 

St. Paul, Minn.—John J. Bullis, gen- 
eral agent of the John Hancock Mutual 
Life, is the new president of the St. Pau] 
Association. The election took place at 
the annual meeting this week. Other 
officers were Samuel O. Krueger, Equita- 
ble Life, first vice-president; Ben 
Bratter, Connecticut Mutual Life, second 
vice-president; Gordon L. Fulmer, Mutua! 
Life of New York, secretary-treasurer. 
A. O. Eliason, general agent of the Min- 
nesota Mutual Life for Minnesota, was 
the principal speaker at the meeting 
He discussed the value and accomplish- 
ments of life insurance associations. 

* 

Pittsburgh — Fifty 
Pittsburgh association are members of 
the sixteen weeks" course in “Trust 
Functions” which is being given by the 
Peoples Savings & Trust Company, with 
Gwilym A. Price, a trust officer of that 
institution, as instructor. 

The course is being given by the trust 
company, free of charge, to any member 
in good standing in the Pittsburgh as- 
sociation who is interested and will at- 
tend 75 percent of the classes. 

The enrollment for the second semester 
of this course, which will start Monday 
evening, Feb. 13, is almost filled. The 
trust company announced that the course 
will be offered again next fall and will 
continue to be offered as long as there is 
sufficient demand for it on the part of 
the members of the association. 





members of the 


LIFE PRESIDENTS CHOOSE 
EXECUTIVE COMMITTEE 


At the executive session of the Asso- 
cition of Life Insurance Presidents the 
executive committee was chosen as fol- 
lows: George T. Wight, general man- 
ager of the association, chairman; Dan- 
iel F. Appel, New England Mutual; L. 
F. Butler, Travelers; George I. Cochran, 
Pacific Mutual Life: E. D. Duffield, Pru- 
dential; Haley Fiske, Metropolitan Life; 

R. Hardin, Mutual Benefit Life; Da 
vid F. Houston, Mutual Life of New 
York; F. A. Howland, National Life of 
Vermont; D. P. Kingsley, New York 


Life; T. I. Parkinson, Equitable Life of 
New York, and John D. Sage, Union 
Central. The officers were reelected, 
headed by Secretary and Manager 


George T. Wight. 


Salary Savings Plan Interesting 


“Agency Items,” organ of the Equita- 
ble Life of New York, has the follow- 
ing to say about salary savings insur- 
ance: “One of the most surprising fea- 
tures of the salary savings writing is the 
large number of cases in which the in- 
surance written under this plan cone 
stitutes the initial insurance on the life. 
Sometimes a small industrial policy 1s 
indicated as prior insurance, and there 
are some cases in which insurance in 
other companies to the extent of $1,000 
or $2,000 is indicated. In a surprisingly 
large number of cases we find that no 
prior insurance exists. It is quite ap- 
parent that the ease with which the in- 
surance is secured on a nonmedical basts 
as well as the convenience of monthly 
premiums paid without any trouble 
whatever on the part of the insured. 
are the reasons for so much initial in- 
surance being placed on the lives of 
wage earners who would undoubtedly 
have put off the matter except for these 
features.” 


B. M. A. Home Office School 


The Business Men's 
Kansas Citv will hold its 
office school Tan. 16-29 
he under the direction of C 
director of field service. 


Assurance of 
next home 
The school will 


W. Rogers 
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(CONTINUED FROM PAGE 5) 
counsel 


the subject. He was general 

of the State Mutual Life for more than 
25 years. He became vice-president 
seven years ago and was elected presi- 


dent last year. Mr. Bullock started his 
talk by stating he would leave out con- 
siderable of it, jumping over some of the 


| done. 


|manship today is to 


features he had incorporated. He said 
that he would seem somewhat like the 
village inebriate who said that he liked | 


the mountain goat because he jumped 
from jag to jag with amazing rapidity. 


Abels Hits Original Trail 


Henry Abels, vice-president of the 
Franklin Life of Springfield, 1I1., 
last speaker of the meeting. 
formerly president of the 
Convention and is regarded as one ot 
the most farseeing executives in the 
west. Mr. Abels launched out along 
new lines, tracing what becomes of the 
proceeds paid to beneficiaries and estates 
by life companies. His paper is worthy 
of very careful scrutiny because it deals 
with a subject in which insurance men 
are interested from the larger service 
standpoint. 


He was 


Resolution on Taxation 


The resolutions committee brought in 
the following regarding taxation: 
“Whereas, it has been clearly pointed 
out from the platform of this convention, 
that the burden of life insurance 
tion falls upon policyholders; 
taxes substantially constitute a tax upon 
a tax, since policyholders voluntarily 
pay premiums, the proceeds of which 


was the | 


American Life | 


| gent 


| hesitated to speak of history, 


taxa- | 
that such | 


| tenth 


inure to the benefit of the state as well | 


as of individuals; and that the increas- 
ing imposition of such taxes constitutes 
a social injustice and tends to under- 


mine the fundamental principles of life 
insurance; 
“Resolved, That, with the federal gov- | 


ernment continuing its policy of eco- 
nomic administration and tax reduction, 
this association hereby records its hope 
that a further extension of this doctrine 
to state governments will result in fu- 
ture changes in the rates of life insur- 
ance taxation being downward rather 
than upward.” 

The first speaker Friday morning was 


a college president, R. B. von Klein 
Smid, president of the University of 
Southern California at Los Angeles. 
Dr. von Klein Smid was debonair in 
appearance. He was well groomed, wore 
a red necktie and had the appearance 


of being an up and coming glad hand | 


man for a great corporation. He swung 
off. into some humorous stories, before 
he launched into his subject, which were 
well received. In fact he started 
morning off with a laugh. Dr. von Klein 
Smid is a gr raduate of Northwestern Uni- 


versity, receiving his doctor's degree 
there. He was president of the Uni- 
versity of Arizona for eight years and 


in 1922 became president of the Uni- 
versity of Southern California. 


Colleges to the Forefront 


| He 
the | 


Dr. von Klein Smid said that wherever | 


there is a human need expressed the col- 


lege that looks into the sun is an insti- | 


tution that finds men where 
It holds tenaciously 
of the past and still believes that truth 
is sufficient for the solution of the prob- 
lems of today. He told what research 
work is being done by colleges all over 
the world. Their attention is being 
given to the problem of living. 
there isn't a need of humanity expressed 
anywhere that the educational 


men are. 


to the best things | 


He said 


institu- | 


tions of higher learning do not take hold | 


of and help to solve the problem with 
the man who is doing the work repre- 
sented by that problem. 


Senator George Gave Address 


The Presidents’ Association had a real 
live United States senator on its pro- 
gram this vear, he being Walter F. 
George of Georgia. His name and the 
state are joined together not only in 
similarity in spelling but in spirit, He 
is a native of Georgia, having grad- 


| 
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uated at Mercer University. He 
ticed law, was elected to the bench and 
finally became justice in the supreme 
| court of Georgia. He resigned in 1922 
to become United States senator. Sen- 
ator George is very much opposed to 
injecting government into business. He 
stated that during the war this was 
He feels that private enterprise 
can do much better than government in 
strictly business lines. Senator George 
stated that the supreme task of states- 
Iree people trom 
menace war. He said 
ordinary differences should be 

by conference and arbitration. 
Business, he said, depends on stability 
of society. This can only be accom- 
plished through peace. 


the fear and of 
that all 


adjusted 


Northwestern Railread President 


President Fred W. Sargent of the Chi- 
cago & Northwestern Railroad sent in 
a formal address but its length was so 
formidable that Secretary Wight diplo- 
matically reminded him of the length 
of the program and the desirability of 
keeping within proper limits. Mr. Sar- 


then threw aside his manuscript 
and spoke without notes but evidently 
occupied about as much time or more 
than if he had read his manuscript. He 
has the manner of an evangelist He 
created a laugh when he referred to 
delving into history but said that he 
coming as 
he did from Chicago. 

He said that transportation has con- 
quered a great many obstacles but it 
has not overcome the demagogue. He 
referred to the fact that 52 of the largest 
life companies had $2.400,000,000 of rail- 
way securities assets, it being one- 
of all such securities. He thinks 
there is danger of crivpling railroads by 


as 


undue regulations and restrictions. The 
danger of the demagogue he thinks is 
real. 
Should Encourage Railronds 
The railroad companies, he - said, 
should be encouraged to improve their 


financial condition. When improvement 


is shown the attitude of the government 
authorities is to attempt to force down 
rates. He said that this kills off in- 
centive. The dangerous tendency he 
sees is the effort on the part of the gov- 
ernment to grant insufficient liberty to 
the railroads to work out their prob- 
lems in a big way. Public opinion is 


not coordinated. Mr. Sargent said that 
the government should not cast aside 
reasonable and everyday methods of 
determining values and foster a scheme 


that hampers the proper development of 
the roads. One of the dangers he sees 
is the tendency of the government 
to get into private business, to become 
a competitor and not pay any taxes. 
said that the Interstate Commerce 
Commission should not feel that it has 
public support in forcing down rates be- 


cause the railroads show an improve- 
ment in their financial structure. He 
said that 1926 was a prosperous year for 
the railroads. Others have not been. 
He said that the credit of the railroad 
is in danger. 
Gore’s Remarkable Paper 
John K. Gore, vice-president and ac- 


tuary of the Prudential, entered the serv- 
ice of the company 35 years ago. He 
has served as its actuary since 1897 and 


in 1912 became its vice-president. He 
has been president of the Actuarial So- 
ciety of America. In introducing him 
Chairman Welch said that Mr. Gore 
was a “courteous gentleman, full of hu- 
mor, absolutely loyal to his friends and 
his ideals.” Mr. Gore presented some 


charts that were hanging on the wall il- 
lustrating his address. He said that 
while Mr. Sargent was talking he was 
so carried away with what he said that 
these charts began to loom up like 
road maps. He said that the main thing 
about railroad maps is that they make 
all their distances between points 
straight lines. In Mr. Gore’s charts 
there were sharp curves. Mr. Gore's 
masterful paper on conquering disease 
will be one of the great documents that 
the Life Insurance Presidents Associa- 
tion will contribute to public welfare. 
A. S. Caldwell, insurance commis- 
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A Specimen Copy 


of our 


Preferred Whole Life Policy 


will be sent to anyone requesting it. 
This policy which has met with 


such instant success since its intro- 
duction on November Ist is issued 
in amounts of not less than $5,000 to 
risks distinctly above the average of 
those entitled to standard insurance. 
This super-standard or preferred 
group is given through a reduced 
cost for their insurance the benefit 
of the fact that they are better risks 


Premium Rates for $10,000 
Age 25—$174.90; age 35—$229; 
45—$323.90 
Subject to reduction by Dividends 


HOME LIFE INSURANCE COMPANY 
Ethelbert Ide Low 


President 
256 BROADWAY, NEW YORK CITY 


On Agency matters address: 
James A. Fulton ‘ 


Supt. of Agents 








“Life Insurance agents are 
too busy, too energetic, to 
longer put up with old- 
fashioned card index sys- 
tems for keepihg track .oi 
their policyholders. No 
agent who is careful af his 
own interests can afford to 
be without the Life Insur- 
ance Register,” says the 
Spectator, the well-known 
eastern insurance journal. 


Here is the kind of a Life 
Insurance register that you 
have always wished for but 
never could find! All the in- 
formation needed to analyze 
your client’s life insurance, 
to answer his every question, 
can be secured in a moment. 
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ance Register 


Name .. 
Address .. 
City 
N.U 
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Throw Away the 
Old-Fashioned Card Index 


It is easy, too, to keep tab of 
the Birthday dates of your 
policyholders. 


The last word in life insur- 
ance records—at the lowest 
price! That is what we offer 
you. For the Life Insurance 
Register is priced at $7.25. 
Think of it—a_ loose-leaf, 
wéll-bound, stamped-in-gold, 
post binder, sheets for 450 
accounts and the greatest 
system ever devised for 
keeping a real record of your 
life insurance business—for 
$7.25. You must get full de- 
tail and examine sample 
sheet of the register. That's 
why we want—urge—you to 
use the coupon NOW. 


Accurate Loose Leaf Co. 
NEW YORK CITY 


Accurate Loose-Leaf Co, 81 Nassau Street, New York City, N. Y 
Gentlemen: Please send sample sheet and complete information on the Life Insur- 
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Thirty-two Years of Personal Service 


HAS GAINED THE CONFIDENCE OF OUR POLICYHOLDERS 
and Enabled Us to Build an Organization of Which 
Everyone Connected with It Is Mighty Proud. 


THE GLOBE GROWS GREATER, SAFER, AND BETTER 
EACH YEAR. 


GLOBE MUTUAL LIFE 


INSURANCE COMPANY OF CHICAGO 


T. F. BARRY, FOUNDER 
WILLIAM J. ALEXANDER 


POSE BARRY DIETZ 
President 








You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction 
in life insurance field work. 


During 84 years the first American legal reserve mutual life insurance 
company has been served and built to greatness by men who found both 
success and satisfaction in so doing. 


This company writes all standard forms of insurance and annuities on 
both men at women. Age limits 10 to 70. 


Those who contemplate life insur- 
ance field work are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


34 NASSAU STREET NEW YORK, N. Y. 






















EIGHTY-FOUR YEARS 


Honorable Dealing with the Public, Through an 
Agency Force of Selected and Trained Men, has Formed 
the Character that Explains our Reputation. 


NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 


BOSTON, MASS. 


TWENTY YEARS 
and the 


CONFIDENCE of 
POLICYHOLDERS 


. OUR AGENTS 
THEIR OWN FUTURE 
isSECURE 

Write for 
“FOURTEEN POINTS” 
A. M. Hopkins, Mgr. of Agencies 
PHILADELPHIA LIFE 


INSURANCE COMPANY 


111 North Broad Street 
PHILADELPHIA, PA. 


sioner of Tennessee and president of the 
National Convention of Insurance Com- 
missioners was the last speaker of the 
forenoon program. Mr. Caldwell is a 
life insurance man by training. He 
started in the business some 35 years 
ago, carrying a rate book for the Pru- 
dential He became general agent at 
Knoxville, Tenn. Later he assisted in 
organizing the Volunteer State Life of 
Chattanooga and was its vice-president. 
At the time he was appointed commis- 
sioner he was vice-president of the Prov- 
ident Life & Accident of Chattanooga, 
having inaugurated its life insurance de- 
partment. Mr. Caldwell gave in his 
paper the contribution that the National 
Convention of Insurance Commissioners 
had made to the business. 


Banker on the Program 


Edward W. Decker, president of the 
Northwestern National Bank of Minne- 
apolis, Minn., and a director of the 
Northwestern National Life, was the 
banker on the program. He started as 
a messenger in the Northwestern Na- 
tional Bank and climbed up the ladder 
through all the offices until 1912, when he 
became its president. Mr. Decker called 
attention to the fact that in banking 
the tendency of the times is to merge 
financial institutions to reduce the over- 
head and unify the management. He 
thinks that this is the trend in many 
directions. A large concern has many 
advantages. Mr. Decker said that in- 
terest rates have reached a lower level. 
He thinks that there is a danger with 
banks in being liberal with credits during 
days of prosperity and the tendency dur- 
ing days of depression is too tight. 


Require Life Insurance Collateral 


He referred to the fact that banks to- 

day often require life insurance as addi- 
tional collateral in case of a loan, espe- 
cially of an institution where there is a 
key man involved. He said that in his 
opinion life companies should pay more 
attention to what beneficiaries intend to 
do with life insurance money. Often 
the object of the assured in taking out 
life insurance may be defeated by his 
beneficiary. 
In referring to the farm situation in 
the states he said that it is righting itself. 
The 52 life companies have $659,000,000 
loaned in the Dakotas, Minnesota and 
Montana. He said that more intelligent 
farming will bring greater results. He 
believes that the farmers need as much 
brains in their business as any other and 
perhaps more. He said that if the poli- 
ticians would leave the farmers alone 
they will work out their problems satis- 
factorily. 


REVIEWS WAR AGAINST 
DISEASE IN ADDRESS 


(CONTINUED FROM PAGE 5) 


speaker declared. “It accounts for 14 
percent of the deaths at all ages and 
23 percent at ages 40 and over. Like 
cancer and diabetes it is distinctly a dis- 
ease of later life, three-fourths of those 
who die of it being 55 years old or older. 
The United States, with a rate of 167 
per 100,000 of population, is third high- 
est among 25 countries. Many believe 
this increase is due to the greater strain 
modern business and social life places 
upon the digestive and nervous systems 
with the resultant effect upon the heart 
and circulatory systems.” 


Cancer Increases 


Of cancer, Mr. Gore declared that no 
specific single cause has been discov- 
ered; that the world cancer death rate 
is increasing,—in a generation it has 
advanced in the United States from sixth 
to third place, as a cause of death; that 
more than 55 percent of all cancer 
deaths are from cancer of the digestive 
organs, and that in a majority of these 
cases the cause is said to be overeating 
or the eating of highly spiced or highly- 
salted foods. To this extent there would 
seem to be a distinct relation between 
cancer and modern civilization. France 
is the one country out of the 24 listed 
that shows a decrease in the cancer 








CHICAGO LIFE AGENTS 
PRAISE EDWARD DEANE 


—_— 


PRODUCER’S IDEAS ARE SOUND 





Address at Association-Trust Company 
Meeting Fertile in Selling Points 
for Alert Men 





Chicago life men have been unstinting 
in their praise this week for the sound 
suggestions for cooperating with trust 
companies in the sale of life insurance 
and establishment of insurance trusts 
made by Edward M. Deane, million- 
dollar producer of Grand Rapids, Mich., 
in his address last week at the joint 
meeting of the Chicago Association of 
Life Underwriters and the Northern 
Trust Company, Chicago. 

Mr. Deane has been in the life field 
12 years, and during that time has made 
a national reputation for selling large 
cases through the trust plan. Of neces- 
sity, he has learned much about selling 
on this plan. This information he passed 
on to more than 300 other life agents at 
the meeting. He was generous in the 
extreme and altogether enlightening in 
setting forth the methods under which 
he works and which he offers to others 
for what they can obtain from them. 


Competition Almost Nil 


Selling business insurance, Mr. Deane 
told his audience, is a personal matter 
in more ways than is the selling of in- 
surance for any other than corporate or 
partnership business purposes, and 
therefore competition probably means 
less in this field than in any other life 
sales field. . 

“In 12 years of work along this line,” 
Mr. Deane said, “I have met only 26 
cases of competition.” He said the rea- 
son for this is that when the life agent 
presents to a business man a proposal 
couched in terms of and strictly related 
to his own business, that agent occupies 
the client’s attention to the exclusion 
of all other agents. Granting that the 
agent has left no loophole in the pro- 
posal he makes, that it perfectly fits the 
needs of the client, there is no reason 
why the business should be obtained by 
some other agent. This does not mean, 
however, that the number of agents who 
can work in this field is sniall, for pros- 
pects are sufficiently numerous to pro- 
vide work for all who care to devote 
some time to this branch of the business. 








States has advanced 21 per 100,000 of 
population since the beginning of this 
century. 

During the last quarter century the 
United States has been made compara- 
tively free from yellow fever, Mr. Gore 
continued, and one of the greatest tri- 
umphs of medical and sanitary science 
is found in the tremendous decrease here 
in the death rate from tuberculosis, 
more than 50 percent or 103 per 100,000 
of population. This is the greatest per- 
centage of saving from tuberculosis 
shown by any of the countries included 
in the survey. 


Prudential to Buy Business Block 


Directors of the Prudential at their 
meeting yesterday approved the pur- 
chase by the company of property in the 
block adjacent to the present head office 
buildings. The purchase price will be 
in excess of $1,000,000, and it is re- 
ported that if additional desired prop- 
erty can be had at fair valuation, it too 
will be bought. There is no present 
intention to build on the new property. 
which will be bought to provide for 
future requirements. 


$1,000,000 Corporation Line 


United States Bond & 
Company of New York City authorized 
the placing of $1,000,000 on the life of 
Henry J. Simonson, Jr., president of the 
corporation, with the latter as bene- 
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| EDWARD A. WOODS—MOST NOTABLE 
LIFE INSURANCE FIELD MAN 








BY WILLIAM 
Secretary Equitable 


(The tribute that Secretary William ; 
Alexander of the Equitable Life of New | 
York pays to Mr. Woods is particularly 


appropriate because of the long ac- 
quaintance of the two men. When Mr. 
Alexander became secretary of the 


Equitable in 1880 Mr. Woods started in 


his father’s general agency of the com- 
pany in Pittsburgh. From that early 
day to the time of Mr. Woods’ death the 
two men enjoyed a close friendship for 
they had many things akin.] 

Edward A. Woods was the most nota- 
ble insurance field man that this coun- 
try has produced. He organized and 
built up the largest and most produc- 
tive of the agency organizations of the 
Equitable Life of New York. 

His knowledge of the principles and 
practice of life insurance enabled him 
to conduct his business as a profes- 
sion, and to show the agents under him 
how to determine the insurance needs 
of the people, and to provide intelli- 
gently and accurately for those needs. 

But he was not simply a great or- 
ganizer, a great leader of men, a great 
manager of an army of workers: he 
was an insurance philanthropist. His 
interest extended far beyond his own 
agency and his own company. His con- 
tributions to the development of life in- 
surance—that most important of indus- 
tries—were of extraordinary value. 





Recognized Agent’s Work 


He recognized the dignity and im- 
portance of the agent’s work, and de- 
voted his energies to their training, 
aiming to make their calling as useful | 
as any of the so-called learned profes- 
sions. 

From the beginning the necessity for 
such training has been recognized by 
certain of the executive officers of the 
life insurance companies, and the prog- 
ress made in this direction has been 
largely due to the cooperation of Ed- 
ward A. Woods, and such other field | 
men as W. J. Roddey, Courtenay Bar- 
ber and Frank L. Jones. 

Mr. Woods advocated a thorough 
education for field workers, as presi- 
dent and as a leading member of the 


National Association of Life Under- 
writers. His book entitled “Life Insur- 
ance as a Career” is a masterly essay 


on this subject. 

He aided in the circulation of sound 
books of instruction on life insurance, | 
wrote many significant articles, and had 
much to do with the stimulation of 
interest in life insurance by universities | 
and colleges. The insurance depart- 
ment of Pennsylvania, under his ad- 
vice, adopted measures for testing the 
capacity and reliability of those desir- 
ing to solicit insurance within the bor- 
ders of that state. At the time of his 
death he was president of the newly 
formed American College of Life Un- 
derwriters. A mere catalog of his ac- 
tivities in behalf of the great institution 


of life insurance would be long and 
wearisome. 
Interested in Cooperation 


Mr. Woods was deeply interested in 
the friendly cooperation that has grown 
up between the life insurance compa- 
nies and the banks and trust companies 
of the United States. He, and A. C. 
Robinson, a trust company official, were 
the authors of a book on this subject, 
entitled “Creating and Conserving Es- 
tates.” He was also the author, in 
collaboration with C. B., Metzger. of 
“America’s Human Wealth.” a treatise 


U. S. Life and Aviators 


NEW YORK, Dec. 15.—When Col 
C. A. Lindbergh was flying over the 
country last fall, in the course of which 


he traveled 22,000 miles and visited 82 
cities in the interest of aviation, he was 
protected by a policy of $25,000, payable 
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ALEXANDER 

Life of New York 

on the financial value of human lives. 
He was also gathering material for 


| other useful publications. 


A man of ordinary atéainments would 
have had room for only one great en- 
terprise, but his influence was potent 
in many directions, including move- 
ments for the cure of tuberculosis, lep- 
rosy, and other physicial ills. His in- 
dustry and imagination never flagged. 
He talked, and wrote, and traveled con- 
stantly. His active brain was engaged 
from day to day in the study of im- 
portant issues, but that did not inter- 
fere with the services he rendered to 
others. It seemed almost as if he had 
a dual personality; for although he was 
constantly absorbed in the investiga- 
tion and solution of difficult problems, 
he was at the same time giving aid 
and encouragement to the people round 


about him. He brightened the lives of 
multitudes by those little kindly acts 
which are really the most important 


things in life. 
Prominent in Red Cross 


He was from the beginning promi- 
nent in the councils and activities of 
the Red Cross, and his energetic work 
as an official of that body in behalf of 
the sufferers from the recent devastat- 


| ing explosion in Pittsburgh occupied the 
| concluding days of his full and busy 


life. 

He was highly cultivated, with marked 
literary attainments. And the volumes 
in his large and well selected library 
were valued and utilized. Every Christ- 
mas he sent to his intimate friends a 
beautiful book, privately printed, em- 
some notable 
classical author. He received honorary 
degrees from Princeton University and 
from the University of Pittsburgh. 

He was a loyal American, a promi- 


nent citizen of his own state, and a 
leader in all good works in the cit) 
of Pittsburgh. His interest in life in- 


surance did not interfere with his useful- 
ness as a citizen; generosity towards 
those in need of assistance: devotion 
to his family, and loyalty to his friends 


Must Carry on Work 


Death is no respecter of 
and why men who are eminently 
are often cut down when they are in the 
full exercise of their faculties and pow- 
we do not know. But so it is, 
when such a standard bearer as 
Edward A. Woods falls, it may be im- 


persons, 


| possible for any one man to grasp his 


banner and carry it forward. But the 
army must continue to advance, and a 
group of followers must fill the breach 
as best they can, and must seek to 
carry the work forward without inter- 
ruption. So, although this man’s life 
has been cut short, his usefulness is 
not at an end. It may be truly 
of him that although “he is dead he 
vet speaketh,” and that “his works do 
follow him.” Thus all right-thinking 
people who have known him, and seen 
the value of his work, will be stimulated 
to serve in the battle of life with more 
constant devotion than ever before. 

All the men and women 
with the Equitable feel acutely this loss, 
and their sympathy goes out to the wife 
and children who have been bereaved 
And they are glad to feel that the time 
will come when the memory of the no- 
ble character and useful life of Edward 
A. Woods will bring pride and consola 
tion to their hearts. 


to his mother: the issuing office being 
the United States Life. As a result of 
the exhaustive study made by President 


Henry Moir of the United States Life. 
the company is granting indemnity to 
manv aviators at considerably lower 


premiums than those usually demanded 
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Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating in the States of 
Texas and Oklahoma, the 
Home Office is able to render 
a type of personal service to 


Agents that is unbeatable. 
Writing all modern policy 
forms, the Company offers 


choice territory to Agents of 
ability. 


Our records show that policies 
have been issued on 79% of 
the applications within three 
days after reaching the home 
office. 





HOME OFFICE 
F. & M. BANK BUILDING 


Southern Union Life 


FORT WORTH, TEXAS 


J. L. Mistrot Tom Poynor 
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PROVIDENT BUILDING 


Forty Years Old 
This Year 


Such is the Provident. 
Founded in 1887, every 
passing year has contrib- 
uted its rich seasoning of 
experience to the greater 
usefulness of this old, re- 
liable company. 


And Yet— 


today, with an operation 
that is national in scope, 
with more-than 250,000 
policyholders and with 
stability, prestige and in- 
fluence firmly established, 
the Provident is forging 
forward with all the vigor 
and vision of eternal youth. 


The PROVIDENT writes 


Ordinary Life Insurance 
and Accident and Health | 
Insurance on the Commer- 
cial, Monthly Premium and 
Pay Order Plans. 


in 
lowa 
Illinois 
Indiana 
Ohio 
and 
Pennsylvania 


Write today for particu- 
lars about our liberal 
agency contracts. 


Te PROVIDENT LIF 


amd ACCIDENT INSURANCE 
COMPANY 


Soi | 
(hattanooga lenn 
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LIFE PRESIDENTS HAD 
INSPIRING MEETING 


(CONTINUED FROM PAGE 6) 


salary raising education was not a pass- 
port to success. Such education, he said, 
brings out littke men who are content 
with their little worlds. 

Darwin P. Kingsley, president of the 
New York Life, was introduced as the 
executive of one of the largest com- 
panies in the world, an author and a 
keen thinker in every line of activity. 
Chairman Welch brought out the fact 
that Mr. Kingsley had been given the 
degree of doctor of laws ‘by his alma 
mater, the University of Vermont. He 
also called attention to the fact that Mr. 
Kingsley first became interested in life 
insurance 40 years ago when he was in- 
surance commissioner of Colorado. 

In many respects Mr. Kingsley gave 
an outstanding address. He is eloquent, 
a master of presentation, a scholar, a 
prophet, a philosopher, an analyst and 
a forceful speaker. Mr. Kingsley was 
free with his gestures and pressed his 
points home with emphasis. 


Makes Pan on “Risk” 


Mr. Kingsley said that a man is as 
bold as the risk he takes and hence life 
insurance should be perenially_ young. 
He called attention to the vast waste in 
nature and said that if man had no 
sounder program than nature to con- 
serve his resources and advance 
cause he would still be a tadpole. 


Mr. 





| something of its creation, 


his | 


Kingsley said that no human brain had | 


been developed beyond a small degree. 
He predicted that in the days to come 
some superman will appear and _ his 
‘brain will be developed 100 percent. He 
said that there is great potentiality in 
human mentality if it is developed. Men 
can achieve more if they will think more. 
Best Men Do Not Rule 


Mr. Kingsley criticised democracy in 
that the best men do not rule. Those 
in power come from the average classes 
or even those below. The‘top men are 
not supreme in government. He said 
that today there is no scientific program 
in. government affairs. Life insurance, 
he said, is one of the most scientific busi- 
nesses of the day. It represents true 
democracy. If a government could be 
fashioned after a life insurance company 
it would be highly successful. A life 
insurance company gathers within its 
fold men of high and low degree, men 
of all nationalities and races and creeds. 
A man who takes $1,000 is not concerned 
with the man who can pay for $1,000,- 
000. All are treated impartially and get 
value received. When a government is 
founded on the democracy of life insur- 
ance he said it will be permanent. He 
referred to the philosophic fallacy of the 
Declaration of Independence in saving 
that all men are created equal. Class 
consciousness dies of inanity in life in- 
surance, he asserted. 


Superintendent Beha Introduced 


Insurance Superintendent James A. 
Beha of New York was the last speaker 
of the morning. Mr. Welch said that 
an insurance commissioner needs 
proverbial wisdom of the serpent 
the harmlessness of the dove. 
Welch referred to his recent attempt to 
reach Mr. Beha's office. He said he 
was obliged to engage a guide to con- 
duct him through the corridors to the 
three stacks of elevators that lead to 
his rooms and to his well guarded door. 
Mr. Welch said Superintendent Beha 
knew how to hide himself from annoying 
individuals. Speaking further Mr. Welch 
said that during this interview he made 
up his mind that the harmlessness of 
the dove was a suggestive quality in the 
mind of the caller. Mr. Welch con- 
tinued: “When I learned from him of his 
fondness for horses and his keen delight 
as a boy to sit behind a well trained one 
and guide it in doing what any well 
trained horse-ought to do I understood 
better his interest in dividend sched- 
ules, which to him presented the same 
element of chance.” 

Mr. Beha in addressing his audience 
referred them to “fellow-workers for 


and 





Mr. | 


success.” Mr. Beha said that most life 
insurance problems are legal, common 
sense problems. He thinks the applica- 
tion of law and common sense to life 
insurance always proves effective. He 
called attention to the fact that in the case 
of 50 leading companies listed according to 
insurance in force 12 presidents have 
been lawyers. He believes that the legal 
mind is desirable in administering the 
affairs of life insurance and predicted 
that more lawyers would be presidents 
as time goes om 


0. J. Arnold Spoke 


O. J. Arnold, president of the North- 
western National Life of Minneapolis, 
also president of the American Life Con- 
vention, brought greetings of the latter 
organization. He said that his organi- 
zation now has 142 company members in 
36 states, most of them west of the Alle- 
ghenies and south of the Mason-Dixon 
Line. 

Mr. Arnold's engrossing suggestion 
was that the life insurance companies 
start an educational campaign for en- 
lightening the people as to the constitu- 
tion of the United States, teaching them 
the rights it 
confers and the obligations it imposes. 
He said that it would help the people 
to realize that in a democracy such as 
is found in the United States the gov- 
ernment is not merely a power from 
which they have something to ask but 
a power which rightfully demands much 
from them. 


Urges Educational Campaign 


He said that an educational campaign 
of this kind would teach the people 
that patriotism does not consist of ris- 
ing when the national hymn is sung nor 
in lifting the hat when the flag goes by, 
but in daily devotion to the government 
under which they live. He said that 
this devotion can only be expressed by 
living up to all the duties of citizenship 
He thinks that through policyholders 
much could be done in educational work 
of this kind by sending out leaflets with 
premium notices. He believes that the 
companies can cooperate in rendering 
service of this kind and building a 
sturdier citizenship. 

Julian S. Myrick of New York, presi:- 
dent of the National Association of Life 
Underwriters, brought the greetings 
from that body. Mr. Myrick is a mem- 
ber of the firm of Ives & Myrick, gen- 
eral agents in New York for the Mu- 
tual Life. In his talk he said that as 
early as 1869 a life underwriters asso- 
ciation was formed in Chicago but it did 
not persist. Another was formed in 
Pittsburgh in 1870 with the same result. 
Within the next 10 years there were 17 
associations formed in various sections 
that did persist. In 1890, following a 
conference between the officers of the 
Boston, New York and Philadelphia 
associations, 14 local bodies sent dele- 
gates to Boston and as a result the Na- 
tional Association of Life Underwriters 
was organized and held its first con- 


| vention. 


the | 





Activities Are Outlined 


now 190 local 
membership of 


He said that there are 
associations having a 
over 17,000. He outlined some of the 
activities of the organization. He said 
that next year the National association 
will emphasize conservation of business. 
It has done much along educational 
lines. He declared that twisting is a 
destructive process. It serves the insti- 
tution of life insurance to no good pur- 
to have the reserves establishd and 
created by an assured in one company 
and withdrawn and new insurance taken 
in another company. Laws cannot stop 
the practice. Resolutions and coopera- 
tion will have a tenden@ to help, but 
the principal and best place to stop it 
is by close company supervision at the 
home office with instruction by company 
officials to their managers that they want 
the practice stopped. The thought, 
should be emphasized, he said, that life 
insurance can be furnished cheaper by 
having policies continued in force in 
the company of their origin. 

He said that the National association 
used its machinery in publicity and to se- 


pose 





cure local support for the January thrift 
month idea. He called attention to the 
work that is now being done in the 
creation of life insurance trusts through 
the cooperation of trust officers of the 
banks. He said trust officers with ex- 
perience and vision recognize that the 
best results following limiting trust serv- 
ice to trust matters and not seeking to 
share in life insurance commissions or 
to give technical life insurance or legal 
advice. He said that the National as- 
sociation deplores the licensing of banks 
or trust companies or their officers or 
employees as such to receive life in- 
surance commissions. This practice he 
said should be stopped before it be- 
comes widespread. Othewise it will tend 
to reduce and tear down the agency 
forces. 
Referred to Woods’ Death 


Mr. Myrick refered to the death of 
Edward A. Woods of Pittsburgh, saying 
that his last great act was the establish- 
ment of the American College of Life 
Underwriters, of which he was president. 
Mr. Woods during the last two months 
had been working out the plans of the 
college for a long time ahead. Mr. My- 
rick said that a “great man and a great 
friend has passed on.” 


Committee on Resolutions 


At the beginning of the afternoon ses- 
sion Chairman Welch read a telegram 
from the president of Canada Associa- 

tion of Life Underwriters sending 
poe and best wishes. The com- 
mittee on resolutions listed Frederick 
Allen, Mutual Life of New York; 
E. E. Rhodes, Mutual Benefit Life; 
W. W. McClench, Massachusetts Mu- 
tual; W. H. Davis, Pacific Mutual; Wm. 
BroSmith, Travelers; T. B. Macaulay, 
Sun Life; Harry L. Seay, Southland 
Life; E. S. Wilson, Bankers Life of 
Nebraska. 


Quebec Prime Minister on Program 


= 
\ 


The first speaker of the afternoon was 
Louis A. Taschereau, prime minister of 
Quebec. He is a native of Quebec and 
is a French Canadian. He received his 
doctor’s degree from Harvard. He has 
been on the board of aldermen of Que- 
bec and has served in the Quebec legis- 
lature. For 12 years he was minister 
of public works and labor and for the 
last seven years has been prime minister 
of the province. Mr. Taschereau said 
that he pleaded guilty to being a political 
man, a lawyer and a French Canadian. 
He said that he came from a land of 
big rivers, big mountains and big fam- 
ilies. During the early part of his ad- 
dress when he was referring to the 
good will between Canada and the 
United States, T. B. Macaulay, general 
manager of the Sun Life, punctuated the 
remarks from time to time with “Hear! 
Hear!” Mr. Taschereau dealt largely on 
the resources and advantages of the 
province of Quebec. 


LeRoy A. Lincoln a Speaker 


President Welch in introducing LeRoy 
A. Lincoln, general counsel of the Metro- 
politan Life, said that if he had grad- 
uated from college about 20 years earlier 
than he did he would call him a class- 
mate. Mr. Lincoln graduated from Yale 
25 years ago. He was formerly counsel- 
lor for the New York insurance depart- 
ment and was a member of the New 
York constitutional convention. Mr. 
Lincoln’s address was comprehensive 
and presented some statistics on observa- 
tions of life insurance that were highly 
interesting. 


Public Utility Man Gave Address 


Matthew S. Sloan, one of the great 
public utility men of the country, who 
is president of the Brooklyn Edison 
Company, gave some facts regarding 
public utilities that were of great in- 
terest to the life insurance men because 
companies more and more are buying 
public utility securities. Mr. Sloan said 
that over $1,000,000,000 of life insur- 
ance funds is now invested in public 
utility securities. The electric light 
companies are now serving 19,500,000 
customers. Mr. Sloan said that elec- 
trical improvements have done much for 
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civilization, especially in the cities and 
now the farmers are reaping the bene- 
fits. He said that the next great de- 
velopment would be the electrification 
of railroads. He was very emphatic in 
stating that people should keep the gov- 
ernment out the power business. He 
said that no government could do what 
private ownership can do in this line of 
activity. Mr. Sloan objects to the social- 
ization of a great business. 


Frank H. Davis Spoke 


Frank H. Davis, vice president of the 
Equitable Life of New York in charge 
of its agency department, was the last 
speaker of the afternoon. Mr. Davis 
had just returned to his office after six 
months’ leave of absence due to an auto- 
mobile accident followed by a general 
nervous breakdown. He is now back 
on the job and looks as hearty as ever. 


Mr. Davis awakened his audience by 
speaking more or less offhand, only 
referring now and then to his notes. He 


is a vigorous, emphatic, forceful speaker. 
Mr. Davis said he felt the audience 
needed a story, saying no one seemingly 
had dared tell one up to date. Here was 

his anecdote: 
“Some of you may have heard of the 
college professor in a girls’ school who 
le up his mind that he would place 


mace 

hese girls on their honor during ex- 
amination time, and he would leave the 
room and come back later and collect 
he papers. Before leaving, he _ said, 


I am placing you on your honor. 
You not and I know you will 

it help each other or get help from any 
source. You will each of you give the 
answers to the questions as you under- 
stand and know them and that is as far 
as you will go.’ 


} a) 
shouid 


Professor Returned 


“Having said that, he left the room 
In an hour he came back. All the girls 
marched up and turned in their papers 
with the exception of a timid blonde. 
She came up with halting step and red 
face and said, ‘Professor, I am very, 
very sorry but I can’t turn in my paper.’ 
He said, ‘It is nice you to tell me 
though I am surprised and shocked and 
grieved to know that you can’t turn in 
your paper.’ 

“She said, ‘I can’t turn in the paper 
because the minute I looked at these 
questions I knew I couldn’t answer them 
and I had to have help. I proceeded to 
try to get it.’ 

“*How did you get it?’ 

I prayed for help. I asked the Lord 
to help me, and I feel that he has helped 
me, and now I can’t turn in this paper.’ 

“The professor was a kindly even if 
a smart man, and he said, ‘Let me see 
the paper.’ He glanced over it hurriedly 
and said, ‘Little girl, it’s all right. You 
turn in the paper. The Lord never 


7” 


helped you a bit. 
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Bankers Life Meeting 


The first school of instruction of the 
President’s Premier Club of the Bank- 
ers Life of Iowa will be held at Edge- 
water Park, Miss., Jan. 9-11, with head- 
quarters at the Edgewater Gulf hotel. 
Members af the President’s Premier 
Club for the new districts 1 and 2 will 
first attend regional schools of instruc- 
tion at Columbus, O., and Des Moines. 
They will then assemble in Cincinnati 
and will leave there Jan. 7 for New Or- 
leans by special train. Members for 
the new districts 3 and 4 will go direct 
from their homes to New Orleans. All 
members of the club are expected to 
arrive in New Orleans not later than 
Mondav evening, Jan. 8. They will re- 
main there until the following evening, 
when the entire club will go from New 
Orleans to Edgewater Park by special 
train. 


Honor President Moore 


The Libertv Life of Topeka is 
turing December in honor of Vice-presi- 
dent and General Manager Charles A. 
Moore. the virile and energetic man who 
is putting a lot of life into the company. 
Agency Vice-president F. A. Ferguson 
is stirring up the men to renewed ac- 
tion during December. 


tea- 





FRANK BLAND RETURNS 
TO NEWSPAPER FIELD 


WILL GO TO THE COAST 
Resigns as Ohio Manager of Conti- 
nental American Life to Go With 
National Underwriter 


Frank W. Bland has resigned as man- 
ager of the Continental American Life 
at Cincinnati, O., become Pacific 
coast manager of THe NATIONAL UNDER- 


to 


WRITER with headquarters at San Fran- 
cisco, effective Dec. 15. Mr. Bland was for 
10 years with THe NATIONAL UNDER- 


WRITER before going with the Continental 
American Life. He is widely known to 
insurance men throughout the country hav- 
ing traveled extensively for THE NATIONAL 
UNpERWRITER handling various phases of 
its work. 

In his connection he will handle Califor- 
nia, Oregon, Washington, Colorado and 
Utah for Tue Nationa UNDERWRITER 
maintaining an office at San Francisco. 





FRANK W. BLAND 


Mr. Bland is experienced in the sales 
end of insurance publishing and is in ad- 
dition a practical life insurance man. 
He made an excellent record with the 
Continental American at Cincinnati but 
felt the urge to return to his first love 


New Company at Bloomington 


The 5 





Great States Life of Blooming- 
ton, Ill, has filed articles of incorpora- 
tion with the county recorder and stock- 
holders will meet soon to complete or- 
ganization. Richard F, Dunn, attorney, 
and one of the incorporators, said that 
$250,000 insurance was in force and a 
guaranty fund of $10,000 has been filed. 
Inearporators are Lester H. Martin, 
Normal; Elias W. Rolley, Normal; Har- 


ris K. Hoblitt, Bloomington; E. MN. 
Evans, Bloomington; Ned E. Dolan, 
Bloomington: T. H. Keys, Normal; F. 


C. McCormick, Normal; Louis Fitz- 
Henry, Normal, and Richard F. Dunn, 
Normal. 


Northern Life’s Group Policies 


The Northern Life of Seattle thas 
written a $1,500,000 group life insur- 
ance policy on the San Francisco per- 
sonnel of the Pacific Coast Steel Com- 
pany, protecting 700 men and women in 
the Bay plants and offices. A month 
ago a policy for $1,250,000, covering 
600 employes of the Seattle plants and 
offices was written by the same com- 
pany. 

The Northern Life has also written 
other group policies to the extent of 
$1,000,000 for the Trans-Bay Postal 
Benefit Association, the Federal Em- 
ployes Union and the Mutual Benefit 
League. 
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The Liberating Highroad 


Byroads may be peaceful pathways, but they do not 
lead to ambitious destinations. Fear keeps many from 
joining the great procession that moves along the highway 
to success. They mistakenly fear they lack ability, and 
they shelter themselves in a salaried position whose future 
is not satisfyingly bright. Life insurance salesmanship is 
a liberator of such men. Cast out fear, have faith that you 
are as capable as other men, learn how fine an opportunity 
life insurance provides, and then leave the byway for this 
highway on which thousands and thousands are happily 
and safely traveling. 

Confer with the nearest Penn Mutual General Agent, 
or write direct to our Home Office, if you are ambitious, in- 
dustrious, and desire success. 


The Penn Mutual Life Insurance Company 
Independence Square. Philadelphia, Pa. 
Founded 1847 




















. IL, Ia, Kans., 


Ga Md., Mich., 
W. Va. and Wyo. 


We have openings in Ala. Ark., Dela.. D. C., Fla, 
Minn., N. M., N. C., Okla. S. D., 


Our Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 


Age Limits from 0 to 60. 

Policies for substantial amounts (up to $5,000) for Children on variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-annual or quar- 
terly premium plan. 

Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for 
Males and Females alike. ; 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


8. R. NUESKE, President 
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Do your fellow agent a good turn—get him ac- 
quainted with The National Underwriter, the real 


insurance newspaper. 
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Accident and Health Agents! 


Before you insure your client’s MOST IMPORTANT 
Qi ctne teatenaas diem: Cok sees semen on-oca- 
dent and health insurance company that includes these 
THREE ESSENTIALS in its service program: 


Liberal coverage policies, 
Reasonable premium rates, 
Prompt claim settlements. 


Discriminating agents will like to represent the NA- 
TIONAL CASUALTY COMPANY because this kind of 


service assures success. 
We have some splendid open territories for REAL 


producers. If you belong to this class, we have something 
that will appeal to you. Address: 


NATIONAL CASUALTY COMPANY 
Detroit, Michigan 


W. G. Curtis, President 





boy 








REAL OPENINGS 
for GENUINE WORKERS 


— those who know that only intelligent [endeavor secures 
‘applications in volume and understand that advancement 
comes surest through strong effort, can learn of advantageous 
opportunities, either as solicitors or Agency Managers, now 
awaiting suitable applicants. Plenty of chances in various 
parts of the country. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 


PORTLAND MAINE 

















THE 
UNITED STATES LIFE 
INSURANCE COMPANY 
In the City of New York 
Non-Particip:ting Policies Only 
Over 71 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 


HOME OFFICE: 105-107 Fifth Avenue,New York City ale 
ale 


Organized 1850 

















Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 


WE ISSUE 
STANDARD ORDINARY AND INDUSTRIAL POLICIES 
J. N. WARFIELD, President A. W. ME. 


ARS, Secretary 
J. BARRY MAHOOL, Vice-President DR. EDWARD NOVAK, Medical Director 











for the Reserve Loan Life, 


BUSINESS MEN’S BREAKS 
MONTHLY VOLUME RECORD 


CONTEST IN HONOR OF GRANT 
Tennessee Man Leads Producers as 
Company Gets $7,750,000 in 
New Business 





The Business Men’s Assurance of 
Kansas City exceeded all previous rec- 
ords for that company in volume of 
production in one month during the 
Grant month campaign in November, 
when its agents produced an equivalent 
of $7,750,000 of new business, written 
in life and accident and health, $3,871,- 
500 of which was life. The previous 
high record for life insurance production 
for the company was $3,026,000 in 
March of this year. The contest is held 
every year in honor of President W. T. 
Grant, whose birthday is Nov. 30. 


Established New Records 


New records were established in eight 
states, while two salesmen broke the 
previous individual record for volume of 
production during one month, A. G. 


“AD” MEN SELECT PLACE 
FOR ANNUAL CONVENTION 


MEET NEXT IN WASHINGTON 





October Is the Time—No Spring Ses- 
sion for Insurance Advertising 
Conference 





Washington was chosen as the place 
of meeting of the Insurance Advertis- 
ing Conference next October at a meet- 
ing of the executive committee held in 
New York last Saturday. It was de- 
cided not to hold a spring session. 

Under the new by-laws separating the 
offices of secretary and treasurer, W. W. 
Darrow of the Home resigned as secre- 
tary-treasurer effective Jan. 1. George 
E. Crosby of the Aetna was appointed 
secretary and Luther B. Little treas- 
urer, effective on that date. 

Owing to the increased work of the 
conference and for further development 
purposes, it was voted to increase the 
dues from $10 to $15 for voting mem- 
bers and to make the initiation fee $5 
for all new members. It was decided 
to withdraw from affiliation with the 
International Advertisers’ Association. 











A. G. WINN 


Winn of Tennessee had the greatest 
production, writing $184,000 of life in- 
surance for the month, and an equal 
volume of health and accident insur- 
ance. O. K. Johnson of Ohio also broke 
the previous record for individual pro- 
duction and now leads the field force 
for volume of business for the 11 months 
of the year. 

Others making high records were 
A. T. Combs of Washington, A. 
Dahlke of Michigan, W. J. Butler of 
Oregon, T. J. Eads, Jr., of Kentucky, 
Brice Halliburton of New Mexico and 
S. L. Craig, of Idaho. 





Irving S. Hoffman and Jack Goodwin 


Irving S. Hoffman, formerly vice pres- 
ident of the Ohio State Life, who for 
several years was located in California, | 
nas joined the forces of the Columbus 
Mutual Life. Another recruit to the | 


| 
Columbus Mutual forces is Jack Good- 
win of Chicago. | 


S. J. Claridge, formerly general agent | 


has joined the | 





Oregon agency at Portland of the Peoria 
Life. 


The following committees appointed 
by President Elvins were approved: 
Membership—Chairman, John Hall 
Woods; J. J. Doyle, Charles E. Free- 
man, J. P. Lyons, A. L. Spaulding. 
Trophies—Chairman, Leon Soper; 
C. E. Rickerd, H. V. Chapman. 
Standards of Practice—Chairman, 
Luther B. Little; Alice E. Roche, D. St. 
C. Moorhead. 
Public Relations—Chairman, W. W. 


Darrow; W. W. Ellis, L. A. Jacobs, 
J. W. Longnecker, J. H. Woods, L. F 
Tillinghast, H. A. Warner, D. St. C. 
Moorhead. 


Press Cooperation—Chairman J. W. 
Longnecker; J. P. Licklider, E. A. 
Brock. 

Educational—Chairman, Henry H. 
Putnam; B. N. Mills, W. W. Ellis, 
Ralph W. Smiley. 

Finance—Chairman, D. St. C. Moor- 
head; Arthur Reddall, W. W. Darrow. 





Tuberculosis Mortality 


NEW YORK, Dec. 15.—The result 
of the exhaustive study of mortality 
from tuberculosis in the United States, 
and special aspects of the decline in the 
death rate, conducted by Louis I. Dub- 
lin, statistician of the Metropolitan Life, 
and by George H. Van Buren, super- 
visor of the company’s statistical bureau, 
has been published in pamphlet form 
and will prove of high interest to all 
concerned in the fight being waged 
against the “white plague” and the 
measure of success it has attained. 


Medical Men Buy Endowment 


The Western & Southern Life has in- 
sured 64 members of the senior class 
in the college of medicine, University of 
Cincinnati. These 25-year endowment 
policies are the class’s gift to its college. 


Joins Research Bureau 


National Life has 
Insurance Sales Re- 


The 


Columbian 
joined i 


the Life 


search Bureau. The Nippon Life of 
Osaka, Japan, and the Teikoku Life of 
Tokio have been appointed associate 
| members. Associate membership is open 
to companies located in foreign fields. 





SERVICE LIFE INSURANCE COMPANY 


HOME OFFICE: LINCOLN, NEBRASKA 


OFFERS VERY LIBERAL CONTRACTS TO AGENTS 
BAYS, 


ADDRESS APPLICATIONS 





TO 
PERERA 


B.. R. 


PRESIDENT 
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TAGGART JUMPED INTO 
LIMELIGHT GLARE 


(CONTINUED FROM PAGE 10) 
opinion all states could be enjoined 
from collecting the extra tax based on 
the Ohio injunction if companies chose 
to make a contest. 

Commissioner Benson’s Position 


Commissioner Benson of Maryland 
said that he is opposed to increased 
taxation on insurance companies. He 


believes that it is unjust. He expressed 
the opinion that the increase in Ohie 
taxes will bring an epidemic of similar 
legislation. He said that the Ohio legis- 
lature went beyond all reasonable limits. 
Commissioner Button stated that com- 
panies of other states relied on the home 
state companies to guard the citadels in 
their own states and keep the taxes 
down to a normal amount. The states, 
he declared, are seeking more revenue. 
Their favorite method in getting more 
income is to tax railroads, public utility 
companies, insurance companies and the 
like. 
Effect of Retaliatory Laws 

The retaliatory laws, he declared, 
serve to press home companies to re- 
sist efforts of their own state legisla- 
ture to increase insurance taxes. He 
said that retaliatory laws therefore were 
a weapon that other states had in pen- 
alizing companies of states where tax 
had been increased. Commissioner 
Taggart said that there was no doubt 
about all the states getting their money 
from the Ohio companies if the injunc- 
tion secured by the Metropolitan Life 
were dissolved. He did not believe that 
the laws allowed a trust fund to be 
set up unless the commissioner becomes 
responsible. He did not feel that he 
wanted to assume this responsibility. 

Commissioner Safford of Ohio said 
that if the decision goes against the 
Metropolitan Life the Ohio companies 
of course will pay all their obligations 
in the way of extra taxes imposed in 
the reciprocal laws of other states. 


Small Premium Compensation Risks 


C. W. Hobbs, representative of the 
National Convention of Insurance Com- 
missioners in the National Council on 
Compensation Insurance, called atten- 
tion to the situation regarding small 
premium risks. He said that there are 
two opposing carrier groups, stock com- 
panies desiring higher minimum rates 
and mutuals opposing such action. They 
have been far apart and seemingly were 
unreconcilable. He thinks, however, 
that the two groups are nearer together 
than they were previously. A _ confer- 
ence committee was appointed to sub- 
mit to wwew York the recommendation 
regarding minimum risks. He said that 
as he understood it the report was ready 
for submission to the insurance super- 
intendent so that early action could be 
taken. 

Should Await Action 


_He felt therefore that the commis- 
sioners should not take any action un- 
til New York had passed on the matter. 
He acknowledged that it was a vexed 
question. He said that if the two groups 
can be harmonized to act along public 
interest lines much better feeling would 
prevail. He said that what is done in 
New York will perhaps be followed to 
a great extent in many other states. The 
action in New York, he said, is by no 
means binding on any other state. 


Taggart Grows Satirical 


At this point Col. Taggart again 
threw himself before the spotlight by a 
penetrating query to Mr. Hobbs as to 
why New York was chosen to decide 
this question rather than some other 
state. It was the old animosity break- 
ing out again against New York. Mr. 
Hobbs explained that New York has a 
large percentage of small risks. It is 
not under the jurisdiction of the Na- 
tional Council on Compensation Insur- 
ance but works under its own inde- 
pendent compensation board. He said 





that there is a great difference in ex- 
perience in New York between large and 
small premium risks. He felt that what 
New York did would be important and 
undoubtedly the state authorities would 
give the question their best thought. He 
said so far as risks under $400 premium 
are concerned, the books of the com- 
panies showed that numerically three- 
fourths of their business was in this 
group. The premium volume from the 
small risks he said was considerable 
also. Commissioner Button of Virginia 
said that an attempt was made to have 
his state decide the question but inas- 
much as a good many of the states have 
become accustomed to the tail wagging 
the dog he felt that here was a case 
where the rating authorities might as 
well start with the tail. Hence he 
passed it up to New York. 
Rules on Examinations 


Between sessions on Wednesday the 
committee on convention examinations 
met. At the afternoon session chairman 
Button called attention to the fact that 
in 1924 the convention passed a rule pro- 
viding that departments that employ 
special examiners, consulting actuaries 
or accountants should not pay them 
more than $25 a day exclusive of ex- 


this kind 


penses. Where a person of 
represents more than one department 
his entire charge should not exceed 


$50 a day. He said that there has been 
some departure of this custom and he 
hoped the commissioners would ob- 
serve the rule. Furthermore he said 
that in valuing home office buildings the 
rule of the convention was that no 
higher value should be placed on such a 
structure than would yield 3% percent. 


Balley Sought Information 


Director Bailey of Illinois sought in- 
formation, stating that a legal reserve 
company in his state, viz., the Public 
Life of Chicago, had been placed in the 
hands of a receiver with him as official 
liquidator. It had $500,000 reserves and 
the assets were about that amount. The 
policies had lapsed under order of court. 
He inquired whether he was authorized 
to reinsure this business and if so can 
the policies be revised. He said that 
the net assets will meet the outstanding 
liabilities. The commissioners felt that 
the question would depend practically 
on the question of solvency and the re- 
insurance contract. Liability ceased at 
the time of the appointment of the re- 
ceiver. Some of the commissioners 
stated that if a company should enter 
into a reinsurance agreement it un- 
doubtedly would reinstate the policies, 
otherwise the rights of policyholders 
would cease. It was said that it was a 
matter for the reinsurance company and 
the court to determine. In some states 
companies put in the hands of a re- 
ceiver can be continued by the liquidat- 
ing officer. 


Much Work Cleaned Up 


President Caldwell was particularly 
anxious at this session to clear the decks 
as far as possible. There had been many 
deferred questions referred to different 
committees that were hanging fire and 
had not been disposed of. He urged the 
various committees to get busy and act 
one way or another on these subjects. 
The laws and legislation committee, of 
which Commissioner Monk is chairman, 
got rid of almost all the topics assigned 
it. Some of the other committees cleared 
the decks. 


J. H. Nitchie Dead 


Joseph Howard Nitchie, the veteran 
actuary of Chicago, who is well known 
to life insurance men, died last week. 
The funeral was held at Graceland ceme- 
tery chapel Monday noon. He died at 
the home of his son, Rev. Francis R. 
Nitchie. Interment was at Graceland 
cemetery. 


Robert E. Whelan, manager of the re- 
insurance department of the Equitable 
Life of Iowa, will be married Christmas 
eve to Miss Jean Whinery of Des Moines. 





Advancement 
ls Not Limited If...... 


During the past ten years that Gem 
City Life has made substantial ad- 
vancement. From a little over $2,000,- 
000 in force ten years ago to over $22,- 
000,000 today. 


What you are interested in most is 
your advancement not ours — yet 
agents of the Gem City Life are the 
ones who have made our record pos- 
sible. 


You can make real advancement by 
affiliation with this company. Our 
advance will then be your advance- 
ment. There is a real agency contract, 
an honest-to-goodness line of partici- 
pating and non-participating life poli- 
cies, accident and health coverages and 
group contracts awaiting you with the 
Gem City. 

If you believe you are qualified for a 
general agency contract we may have 
just the opening you have been look- 
ing for. Write today. 


The Gem City Life 


INSURANCE COMPANY OF DAYTON, OHIO 


I. A. MORRISSETT, 
Vice President 





in 
ten years 


10 


TIMES 


THE 
INSURANCE 
IN 
FORCE 





TERRITORY OPEN 

In Ohio, Michigan, Dis- 

trict of Columbia, West 
_ Virginia, Georgia, Ala- 
ti. bama and Louisiana. 











=== 
A PURELY MUTUAL | 
ComPaANy/ 


If You Have Knocked 
the “‘T” Out of,“Can’t” 


WE CAN GIVE 














Clevelanders Prefer 
the CLEVELAND 


"Tit, who know it best, prefer 
Hotel Cleveland for its a 
tional food, its quiet but friendly 
service, its furnishings and at- 
mosphere of a luxurious home. 
Clevelanders who are accus- 
tomed to the best the city affords, 
lunch and dine here every day and 
recommend this hotel to out-of- 
town friends. They consider it— 
as will—more like a private 
club than a hotel. Yet rates for 
many rooms are as low as $3, and 
a moderate priced Lunch Room 
supplements the main dining 
rooms. 














1. You a liberal first year commission. 
2. An unexcelled renewal commission. 
3. Your beneficiary a renewal pension. 





Hotel Cleveland is on the Public 
¢, convenient to all parts 

the city. Every room has pri- 
vate bath and servidor service. 











WHAT’S AHEAD? 


That question is in the mind of every am- 
bitious man. It's in your mind. 

li the answer does not satisfy, it will pay you 
to learn the ativantages of a life underwriting 
contract with Fidelity. 

Fidelity originated the disability provision, the 
double benefit feature, and the “Income for Life” 
plan. It operates in forty states on a full level 
net premium basis with more than $70,000,000 in 
assets and over $343,000,000 insurance in force. 

More than 36,000 direct leads a year 
from Head Office lead service 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


PHILADELPHIA 
Walter LeMar Talbot, President 
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TRUST MEN OBJECT TO | 
ae 6 ON CHARGES | 


DUPLICATION IS NOT USUAL 


Trustees’ Levy for Service Seldom 
Based Both on Principal and 
Income, Is Claim 


A recent statement by a prominent 
life insurance company representative 
to the effect that trust companies usually 
charge 2 or 3 percent of the principal 
of and 3 to 5 percent of the income from 
life insurance trusts has been called in 
question by trust company representa- 
tives. One trust officer says: 

“Most banks and trust companies 


believe base their charge on income only | = 
or a certain annual percentage of the |) cas Parker, president: 
principal of the trust property. In some | secretary. 

Loaleen Mutual Benefit, 
cipal in addition to income, I have never | Omer Capps, president; Ruth Capps, sec- 


known of an instance where a charge | retary. 
Peoples Mutual, yw go Tll.; F. Me- 


A. J. Scattgen, secre- 


cases, where a charge is made on prin- 


of mor, than 1 percent on principal was 


This trust man is located in a city of 
the northwest Pacific region. 


plied by trust companies or banks doing 
a trust business in this section of the 
country.” 


A representative of a prominent Chi- @eseen 
cago trust company, one which does a secretary. 
permit has been 
Shelbyville. 


large amount of life insurance trust busi- 


ness and works closely with life men in | liance 


this phase of their business, gives the 
following as the usual procedure in the 
middle west and, he believes, in most 
of the east and south: 


The charge usually is made on the | cepted by 
principal only, sometimes on income | Life in November to the amount of $4,- 
only; but practically never on principal | 128,967, 
On principal the charges | terest of 5.58 percent. 
Total farm and mortgage loans ae- 

One-half of 1 percent per annum on | cepted the past 11 months of 1927 totaled 
mortgages; % of 1 percent per annum | $40,564,251, to 
on the first $50,000 invested in stocks | indicating a s 
and bonds; % of 1 percent per annum | interest rates for the loans accepted in | 
on all over $50,000 invested in stocks | November. 
On a trust of $100,000 or | equally divided between farm and city 


more invested in stocks and bonds, a flat | properties. 


and income. 
are as follows: 


and bonds. 


charge of $375 per annum is made. ! 

On income: 6 percent on the first 
$2,500 per annum (average) from stocks 
and bonds; 3 percent on all over $2,500 
from stocks and bonds; 1 percent of 
amounts reinvested for a period of 5 
years or more; 4/5 of 1 percent, etc., for 
four years, etc.; 6 percent on all income 
from mortgages. 

The company that supplied the figures 
above reports that in no instance does it 
make a charge against principal and in- 
come. 


Bringing Into the Fold Number 
of the Associations 


_ The following mutual benefit associa- 
tions have been licensed by the Illinois 


state insurance department to come | Pia 
under the new law placing all these con- | Signed a contract as home office general 
cerns under the jurisdiction of the de- | agent of the Western & Southern Life 
and is gradually enlarging his staff of 
Cincinnati representatives. 
manager of the ordnary home office de- 
Central Illinois Mutual Relief, Cham- | partment. 


partment Jan. 1. 
State Mutual Benefit, Springfield; C. R. 
St. John, president; R. Berry, secretary. 


paign; W. R. Hidy, president; Chas. 
Nunan, secretary. 

Pure Protection Benefit, Springfield: 
W. E. Shanklin, president; S. J. Work- 
man, secretary. 

St. Francisville Mutual Union, St. 
Francisville, I11.; 
dent; W. C. Millhouse, secretary. 

White County Mutual Relief, Carmi, 
Ill; H. C. White, president; H. L. Zeigler, 
secretary. 

United American Benefit, Willow Hill, 
lll.; E. Selby, president; E. Ferguson, 
secretary. 

Mid-West Mutual, Clinton; H. F. Bell, 
president; L. L. Williams, secretary. 


Citizens Mutual Relief, Louisville; I. B. | Curtis. 





TALKS WITH LIFE INSURANCE MEN 











provides with 


compare 
month of the year previous. Mr. Hoff- | gins to slip in his production. 
man says that he has always followed 
this course himself and has found it a 


I thinks 


HOFFMAN, manager of | working blindly because 
the Guardian Life at Chicago be- 
lieves in agents keeping a very careful | the previous year. Every 
record of their business each month. He 
a book carefully 
made up with the business written and | as he did the month the 
other features, such as amount paid for, 
premiums, 
An agent can keep close track of what 
he is doing from month to month and 











applied.” ey ~ 
United Fellowship Benefit, Mason City, 
. He says IL; ;. Jupin, president; M. I. Jupin, 
“such a charge on principal is not ap- | secretary. 
Randolph County Mutual Relief, Ches- 
; George Huffman, 
Il. Adams, secretary. 
Altamont Mutual Union, Altamont, IIL; 
president; 


ter, 


These 


John 
the Minnesota Mutual Life, leaves next 
MUTUAL CONCERNS LICENSED Monday for a week’s vacation in New 
—_—_— = “ity. She’ has been in charge of 
Illinois Insurance Department Is Now| Mr. Boyle’s office during the absence of |: - ~ 
ws her chief in Ireland. Mr. Boyle will be | ™& agencies of that city 
hack in his office at an early date. 


holder of 
American colleges, 
Auburndale, Mass., 


John Hancock’s Loan Figures 


New farm and city loans were at- 
the John Hancock Mutual 


to yield an average rate of in- 


Cooper Joins Empire Life 
W. W. Cooper, who recently resigned 
as general manager and superintendent 
of agencie#of the Security Life of To- 
ronto, has been named general super- 
intendent of agencies for Canada of the 
Western Empire Life of Winnipeg. 


Catherine Bruen to Go East 


Catherine Bruen, 
Chicago general agent of 





Charles M. Biscay 
Charles M. Biscay, Jr., 


Jules De Roche, of the policy loan divi- 
sion at _. seme office of the Northwest- 
ern Mutual Life, was married Dec. 10 to 
John Collison, presi- | Miss Charlotte Mouat. 
is one of the most prominent members 
of the clerks group of the company. Mrs. 
De Roche was society editor of a Mil- 
waukee newspaper. 


Henrv R. Nash, 


loans are about 


i connected with the 
Union Central Life in Boston, and once 


died at his home in 
the past week, aged 
He joined the agency of Albert H. 
general agent of the Union Cen- 


F. M. Huffman, 


Fairfield, Il.; 





Competent authorities 


Unless he has his business 
listed he does not known 
heading. Mr. Hoffman states that when 
one of his agents fails to keep his record 
record with the similar up-to- date, he finds that that man be- 
Once a 
man gets in the habit of keeping a_rec- 
ord of what he is doing, Mr. 
great incentive in writing business. He) says it is a great stimulus to eclipse 


that a great many agents are the record of the year previous. 


SUN LIFE’S SCHOLARSHIPS 
TO TUBERCULOSIS WORKERS 


do not 


know how their work is comparing with 
agent, he 
thinks, has enough pride to want to pay 
for as much business the current month 
year before. 
carefully 
where he is 


Hoffman 


I believing that 
|a closer study of the methods employed 


jin Great Britain and Europe to combat 


| berculosis workers in 


tuberculosis would be of benefit to tu- 
Canada, the 


| Canadian Tuberculosis Association ap- 


president; W. 


completed whereby that 


Cc. G. Heard, 


proached the Sun Life of Canada, with 
the result that arrangements have been 
company has 
granted 30 scholarships of $500 each to 


| assist salaried sanitorium and chest di- 


issued to the Re- | agnosticians to visit the 
centers in England, France and Italy in 


1928. 
Reports received by 


tuberculosis 


the association 
recently led the officers to believe that 
tuberculosis in Canada was on the in- 
crease, but following investigation the 
officers are of the opinion that the situa- 
tion is being kept well in hand. The 


association has been helped financially in 





Three Rivers by the Sun Life and in the 


; : maritime provinces by the health com- 
yield 5.52 percent interest, | mittee of all the life companies of 
ight advance in average | Canada 

The workers will spend a fortnight in 
Great Britain, where the British min- 
istry will discuss with them the problem 


of tuberculosis, and then a tour by mo- 


workers 





secretary to 


of the Colum- 


His father is 


amourt of monev than 


Mr. De Roche 


Denver life insurance men 
prominent part in the Community Chest 
campaign which raised over $700,000 for 
51 charitable relief and character build- 


tor bus will be made to all the helpful 
tuberculosis efforts in the United King- 
dom. Arrangements have 
made with the authorities in France to 
cooperate, and they will attend the meet- 
ing of the International Union in Rome 
Under the Sun Life scheme 
scholarships of $500, executives emplov- 
ing these men must also contribute $500 
and leave of ahsence with salarv 


also been 


to offer 


to the 


Life Men Aid Charity Campaign 


took a 


in November. 

J. Stanley Edwards, general agent of 
the Aetna Life and former president of 
the National Association of Life Under- 
writers, is president of the Chest and 
was general chairman of the 


Tate a 92 , | Isadore Samuels. general agent of the 
ersity class of 1924, recently New England Mutual 


campaign. 


was in 
charge of the campaign army or solicit- 
ing organization of more 
workers, which included 
life and casualty men and women. 
Despite the so-called dull season 42 - 
000 subscriptions aggregating approxi- 
————_- mately $725.000 were secured. 
Life Notes hoth in number of subscriptions and 
was raised in 
anv of the previous five annual Denver 
Community Chest campaigns. 


Divorced Wife Is Beneficiary 


Divorce has no hearing on the richt 
of a woman to collect insurance of her 
former husband if he has let her name 
strong man record of | remain in the nolicy as beneficiarv up to 
the time of his death and the rule ap- 
plies to insurance in fraternals ana other 
such organizations the same as to leral 


than 2.000 
several other 


greater 


Ikemire, secretary; John Baughman, | tral Life in Boston 34 years ago. while /\pexerve life carriers, according to a de- 


President. ; 
Home Mutual Benefit, Vienna, I}; 





in college. In 1901 


he went with the 
New Engtand Mutual Life but six vears 
later returned to the Union Central. 





cision of the Michiean Supreme Conrt 
in the case of the Guarantee Fund Life 





AGENCY HEADS BUSY 
WITH 1928 FORECASTS 


OUTLOOK FOR YEAR VARIED 


Some Believe Second Six Months Will 
Be Poor—Others See Season 
Altogether Good 


For a reason that none seems able to 
explain satis sfact orily, most making vague 
reference to “presidential year,” a num- 
ber of prominent life general agents are 
predicting a good first six months and 
a poor last six for 1928. With many of 
the large producers of the country, busi- 
ness progressed in spurts in 1927, the 
reasons for the spotty nature of that 
progress being in most cases unex- 
plained because considered inexplicable. 

All offices are now in an end-of-the- 
year rush to put new business on the 
books and show all possible for the 
year. Some offices that had good 
months in sight for November and De- 
cember have fallen below estimates of 
paid-for business because collections 
have been slow. Much of the business 
written and to have gone on the books 
for December will not go on because it 
will not be paid for. The life men are 
not alone in complaining of slow pay, 
as the fire and casualty offices also 
have felt the rub in recent weeks. 

Many of the outstanding large pro- 
ducers say the business they did put on 
the books this year is substantial, since 
many old selling practices have been 
abandoned and the business is today so 
sold that it will stay sold. This fact 
does not, however, alter the unpaid-for 
situation, since business is not business 
until the money has been covered into 
a company’s treasury. 

Those general agents who do not ac- 
cept the “presidential year” theory also 
are the ones who look for no falling off 
in business in 1928. In the main they 
believe that good increases will be made, 
although even the most sanguine admit 
that competition is steadily becoming 
more keen and more work is necessary 
for a given amount of business now than 
was necessary a twelvemonth ago. 

The men who have made the best 
reputations as business insurance sales- 
men are first to admit that the field for 
this kind of coverage has only been 
opened, and that the big crops are yet 
to come. Some agents who once be- 
lieved business insurance to be some 
special and as it were secret kind of 
insurance are learning, however, that 
business insurance and life insurance are 


;}one and the same, and that no matter 


how hard the agent tries he cannot per- 
suade a really able business man to buy 
more of this kind of coverage than he 
can readily pay for. This is plain to 
see when the agent considers that every 
speaker on business insurance stresses 
the fact that the coverage is always 
taken for the twofold purpose of protect- 
ing a business connection and to protect 
the family or the families of those con- 
cerned in the connection. The “business” 
is but a longer lever than the agent has 
been using heretofore. 

It is likely that when 1928 ends the 
companies will find the same thing hap- 
pened during that year as during other 
years that initially looked bad—men will 
work harder for more hours a day, and 
when the books for the year are closed 
another good increase will be shown. 
Given present agency diligence and the 
natural population increase, this result is 
inevitable. Only a panic could materially 
hamper the country’s agency force in 
moving toward this end. 








vs. Jennie A. Willett, et al. Willett 
was killed accidentally a few weeks after 
Mrs. Willett had been granted an abso- 
lute divorce from him, it was shown. 
She was given custody of the children. 
Willett had made no effort to change 
the beneficiary in his policy, it appeared 
from the evidence and the supreme court 
held that the face of the policy was 
obviously due to the divorced wife. 
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Life Underwriters Who Avoid Mirages 
Bringing Delusion, Enjoy Opportunity, 


and Satisfaction Won Through Service 


WHATLEY 


By s. T. 


[Extracts from an address delivered 
before the Peoria Association of Life 
Underwriters by Mr. Whatley, who is 
general agent of the Aetna Life in Chi- 
cago and president of the Chicago Asso- 
ciation.] 


Did you ever stand in the midst of 
a desert and, looking across the scorch- 
ing sands, behold a beautifully green 
spot—a pool of clear and sparkling wa- 
ter, surrounded by verdant foliage? 
Then, after journeying for hours in 
that direction, find that no such spot 
existed. This is what is known in desert 
lands as “mirage.” It is an optical illus- 
not con- 


sion. Such phenomena are 
fined to deserts. As you journey along 
the early and difficult stages of our 


business many of these mirages will at- 
tract your attention and if you are not 
careful you will be misled into follow- 
ing them only to discover the delusion. 

What is your goal in the life insur- 
ance business? Is it to be the biggest 
personal producer in your company’s 
ranks, or in the ranks of any company? 


Is it to occupy an important managerial 
position with your company, 
become president of your company? 
No one of these ambitions is too great 
if you will set about carefully planning 
your route of progress. 


Study Methods of 
Successful Men 


Look around you—see the men who 
are making a success in this business 
of ours. Men in the same locality— 
men with the same company. Study 
their methods—take personal inventory, 
and ask yourself why 
ceeding at your 


present undertaking 


rather than seek something which looks | 


easier or better. If you cannot suc- 
ceed in your present work the odds are 
against you in the next undertaking. 
The fundamental thing which has been 
lacking to make you a success in one 
business is almost sure to be just as 


essential in your new work. Therefore 
I repeat, take personal inventory and 
ascertain if the trouble does not lie 


or is it to | 


you are not suc- | 


within yourself rather than in your line 
of endeavor. 

If you would succeed, first be willing 
to serve—to give of yourself and your 


time without thought of immediate re- 
turn. Did you ever stop to think what 
|} makes the dead sea dead? Because it 
always receives but never gives. The 
tributaries of this great body of water 
steadily flow into it, but it gives forth 
nothing, for it has no outlet. Show me 


the man who weighs his every act on 
the scales of “What will I get out of 
it?’ and I'll show you a very small man 
and one who is not growing. 

One of the most common fields of 
delusion against which the young un- 
derwriter should be cautioned is this 
one: “Gee, the manager or general 
agent has a cinch with all of us fellows 
working for him. I'm going to get 
me a job as manager so I won't have 
to work so hard.” 

As one who has served in both ca- 
pacities, let me say to you that the suc- 
cessful manager or general agent has a 
harder job with more mental wear and 
tear, more grief, more actual hard work, 
than his best producer. Mind you—? 
say the successful manager—the other 
type doesn’t count for he will not be 
manager very long any way. 

Please do not understand that 
to discourage your 


I want 
ambition to become 


! a successful manager—on the contrary, 


1 feel that every man should set his 
goal toward something bigger and if 
in his personal inventory he feels that 
qualified—temperamentally and 
otherwise—and if managerial work ap- 
peals to him he should frankly say to 
his.own manager and to the officers 
of his company that he wants an op- 
portunity along those lines as soon as, 
in their opinion, he has merited such 
recognition. 


Selfish Man Never 
Becomes Successful 


he is 


The very first essential is to show 
your ability to manage yourself. No 
man who is unable to manage himself 
can possibly hope to manage others. A 
selfish man will never become a suc- 
cessful manager. Oh, yes, he may get 
along for a while in a fairly successtul 
manner, but, make a _ big success? 
Never! 

Many highly successful personal pro- 
ducers yield to the lure of managerial 
work, with its title and all the glamor 
that seems to attach itself to that posi- 
tion, only to make mediocre managers 
or complete failures and as a result 
drift out of the life insurance business. 
Do not give up your career as a suc- 
cessful personal underwriter until you 
nave weighed yourself carefully in the 

balance and measured your own quali- 
fications by the yard stick of managerial 











to you at this time. 


Omaha 
Lincoln 





OPPORTUNITY IS 
ALWAYS KNOCKING 


for men who are capable of doing a 
real job and doing it well 


If you are such a man with life insurance experience 
and ability to organize, there is a real opportunity 
with Mutual Trust Life Insurance Company open 


The men who get the following general agencies in 
Nebraska will be equipped with the best. 


GENERAL AGENCIES 
Now Open in Nebraska 


Everything worthwhile in life insurance is included in 
the “tool kit” of the Mutual Trust representative. 

A man who joins the Mutual Trust organization will 
have the supervision and 100% co-operation of a Home 
Office staff made up wholly of men who have been 
“through the mill”—men who know the field man’s prob- 
lems and have met them successfully. 


Carl A. Peterson, Vice President 


Mutual Trust 


L] FE INSURANCE COMPANY 


EDWIN A. OLSON, President 
77 West Washington Street 
CHICAGO, ILLINOIS 
\ As Faithful as OLD FAITHFUL” 


Grand Island 
Scott’s Bluff 
































you be interested? 


You 


are 


Now the 





The Citizens Na- 
tional Life began 
writing business 
in June, 19277, with 

a capital and sur- 
oles of $200,000 
which will mme- 
diately be increased 
to $300,000. 





Dollars and Cents 
REASONS 


F we can show you dollars and cents reasons why 
you should represent this new company wouldn't 


interested in selling life insurance Or 
you wouldn’t be reading this message. 
interested in selling life insurance is naturally 
interested in selling more life insurance. 


Citizens National is a new company 
organized by experienced life insurance men to 
write life insurance by up-to-date methods. 
concentrating its efforts upon the state of Illi- 
nois every agent of this company is assured of 
home office backing such as he could have only 
dreamed about. 


In every particular the Citizens National is a 
1927 company. 
Kabureck and are acquainted with the details 
you will say as have many others—“This com- 
pany indeed has the key to life insurance selling 
in Illinois.” 
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NATIONAL LIFE INSURANCE CO. East St.Louis ILL. 
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J. G. BARDILL 
President 


Anyone 


By 


After you have written George 








GEORGE KABURECK 
Sec. and Gen. Mor. 
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ONALD F. CAMPBELL 














> een R,. CORBETT 


Actua 
Specializing on - Funds 
175 W. Jackson Blvd. CHICAGO 

















OKLAHOMA 


J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
pared. The Law of Insurance a 


Specialty. 
Colcord Bldg. OKLAHOMA CITY 





























A. GLOVER & CO. 
e Consulting Actuaries 
29 South La Salle Street, Chicago 


Life Insurance Accountants 
Statisticians 











INDIANA 





HAH. DAVIS & HAIGHT, Ine. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 











ARRY C. MARVIN 
Consulting Actuary 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 











IOWA 





L. MARSHALL 
* CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 





OHN E. HIGDON 


ACTUARY 
224 Argyle Bidg., Kansas City, Mo. 








Ae Cc. GOOD 


CONSULTING ACTUARY 


1416 Chemical Building 
ST. LOUIS 











NEW YORK 





M* M. Dawson & Son 


CONSULTING 
ACTUARIES 


38 W. 44th Se. New York City 
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requirements. Seek the frank opinion 
of your own manager and of the officers 
of your own company. My experience 
is that there are more managerial posi- 
tions open than there are the right type 
of men to fill them and that every com- 
pany is constantly taking stock of their 
men seeking successful managerial 
timber. 

Remember that when you take up this 
new line of work, you will have the 
same hard road to travel just as when 
you first started to sell life insurance 
and make up your mind that you are 
willing to pay the price of success or 
don’t go into it. 


Field of Opportunity 
Opened to Underwriter 


He profits most who serves best. We 
are not selling mere dollars of life in- 
surance, we are selling happiness—hap- 
piness made possible by projecting be- 
yond the span of human life. When 
you sell life insurance in terms of what 
it does and cease to sell it in terms of 
thousands of dollars, you will begin to 
know what it is to serve and you will 
realize full well the truth of that old 
adage which I have just quoted. 

Let me tell you of a man whom I 
have the privilege of knowing intimately. 
Twelve years ago, through no fault of 
my friend, his business went on the 
financial rocks almost over night. He 
had a wife and two children, no job 
and bankruptcy staring him in the face. 
This man took stock of himself and his 
surroundings. He sought out his cred- 
itors. He promised to pay and pay 
with interest. Bankruptcy was avoided. 

Shortly after he entered the life in- 
surance business. He had studied law 
when he was young and he immediately 
grasped the opportunity which was af- 
forded him of being of service to men in 
conserving and administering their es- 
tates. He became thoroughly familiar 
with these estate and inheritance tax 
laws. He studied costs of administra- 
tion of estates, he brushed up on his 
law. He perfected himself on corpora- 
tion and partnership practices and their 
problems to the point that he could ap- 
ply the use of life insurance to the solv- 
ing of these and many other problems. 

He ceased to go to his prospects to 
sell them thousands of dollars of life 
insurance but rather to offer his services, 
a | up their estates. He showed 
them how to avoid unnecessary taxa- 
tion. He pointed out how men engaged 
in active businesses could arrange for 
the retirement of their interests in these 
businesses when they ceased to have a 
hand in the management—in other 
words, at the time of their death. He 
prepared himself to the point that he 
was able to give to his clients expert 
advice and guidance on questions which 
normally would have required the com- 








In conclusion, I would like to dwell 
for a few moments on satisfaction. The 
satisfaction which comes to man as the 
result of having served others. 

Picture the satisfaction which comes 
into the heart of an underwriter as he 
passes down the street, sees the home 
of his former neighbor and friend, the 
home which has been kept intact be- 
cause of his service to that father before 
he was taken from that little family. He 
sees the young children playing glee- 
fully around that home, he sees the look 
of assurance in that mother’s eyes, and 
he passes on with a thrill such as few 
men ever feel. 

Further down the street he passes the 
railroad station and there is a smiling 
mother who is just coming out of the 
station with her young son whom she 
is welcoming home from college. Both 
see him and hail him with a cheery 
good morning. In that mother’s eyes 
he seems to see a look of gratitude and 
again he realizes that this happy picture 
which he has just seen is the result of 
that educational policy which he had de- 
livered to that young man’s father about 
ten years previously. 


Satisfaction Is Found in 
Delivering the Check 


At his office that morning he finds in 
his mail a check. This check is the first 
of a series of checks which will come 
from his company monthly throughout 
the lifetime of one of his clients. Being 
a real life insurance man, he does not 
mail this first check, but he takes his 
car and rides out to a little cottage on 
the edge of his city and there he finds 
a lovely old couple whose children are 
all grown and married. There are only 
the two of them left at home now and 
the husband has reached the age where 
his usefulness in business is on the wane. 

He is met at the door by the wife 
who is red eyed from crying. She hasn’t 
slept all night and she confides to him 
that something dreadful has happened. 
The firm where John has been employed 
for 35 years has changed hands. The 
new owners have told John that he is 
too old and that on the first of the 
month a younger man will take his 
place. “Yes, we have saved something 
but our savings will not produce enough 
income for us to be able to keep our 
home and live, unless we go into our 
principal and John and I may have many 
years yet before us, so we can’t afford 
to do that.” 


Comfort That Comes to Him 
Who Has Helped Others 


The life insurance man carefully pulls 
out of his pocket the check and says 
to her, “If you should receive a check 
of this amount each month would it 
solve your problem?” “Oh,” she cried, 
“This is that life insurance of which 
John has so often spoken, but of which 
I have always thought as something in 
the far distant and something for the 
children if John should die. Do we get 
this now, and do we get it every month? 
This more than solves our problem. 
John was only discharged last night and 
we have both been so upset that neither 
of us had thought of his life insurance.” 

The happiest one of these three was 
the life underwriter as he drove home 
that day. In all life is there any satis- 
faction so great as the satisfaction that 
is bred of happiness achieved through 
giving happiness? 


% THE NATIONAL UNDERWRITER 
bined services of a trust officer, a law- 
yer, and a life insurance man. 
_ Since 1920 this man’s average produc- OPP ORTUNITIES 
tion of life insurance has been more 
than three millions annually and his 
business for the past three years, in- This column serves as a market 
; aii ace where Trance wants 
cluding 1927, has exceeded five millions | i ae ge 
CALIFORNIA NEW YORK annually. In 1926 he was the leading sands of interested insurance 
i individual producer for four other —_- a mem 
oodward, Fondiller and Ryan panies in addition to his own, althoug Gvertisements which are fe 
Barrett N. COATES Consulting Actuaries his own company will accept $400,000 a My 20, Se > } 
CONSULTING Actuarial Service in all branches of In- on one life. This man is out of debt to- current issue. 
ACTUARY py, BBL RK day, owns one of the prettiest homes in ubperwmalties” | cévertionments 
Installations — Companies and Associations his city, and in middle life looks forward > ml . . 
354 Pine Swrest - - Sem Franson - ro to old age with assurance 
Heor ganizations — Insurance Accounting and & . , The National Underwriter 
75 Fulton Street New York Satisfaction Comes to Chicago 
ILLINOIS Those Who Serve 








AGENCY 
EXECUTIVE 


Experienced in every branch of 
agency work from selling through 
management to Superintendent of 
Agents, wishes connection in warm, 
dry climate. Established General 
Agency preferred. Only immediately 
substantial proposals considered. 
Address C-89, care The National 


Underwriter. 








CLEVELAND-PITTSBURGH 


General Agent who knows how to develop 
agency organization and is accustomed to 
large income, available for substantial Gen- 
eral Agency opening with large company in 
Cleveland, O., or Pittsburgh, Pa. Address 
C-88, Care The National Underwriter. 








Home Office Employee Wanted 


A small well-established eastern life in- 
surance company would like to secure the 
services of a young or middle-aged man 
who has had experience in the home office 
of a life insurance company. Address C-87, 
Care The National Underwriter. 











SUPERVISOR WANTED 
for 


ACTUARIAL DEPARTMENT 


Wanted immediately man twenty- 
three to twenty-five years of age 
competent to supervise actuarial 
department. Must have passed 
some of associateship examinations 
or have had education fitting him 
to be candidate for such examina- 
tions. Splendid chance for broad 
experience. Write stating age, 
qualifications and salary required. 
Send photograph if possible. Ad- 
dress Russll C. Burton, Actuary, 
New World Life Insurance Com- 
pany, Spokane, Washington. 




















WINTER WITH US 
IN FLORIDA 


Attractive seasonal contracts and 
General Agency openings for all 
year producers 


ooo 


Union National (Life) 
Insurance Company 
ST. PETERSBURG, FLORIDA 


Address: E. A. Hasek, Agency Director 
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YOUR SUCCESS 


as a life underwriter or general agent depends 
largely on the character of the company you rep- 
resent. 


Midland Mutual men are uniformly successful 
and prosperous because they command the respect 
and good will of their policyholders. Here are a 
few of the reasons: 


1. Never contested or compromised a death 
claim. 


2. Three extra dividends paid in past four 
years. 


3. Actual results show very low cost during 
first twenty years of its history. 


Let us tell you a hundred other good things about 
the Midland Mutual and our Ideal General Agency 
contract, 


THE MIDLAND MUTUAL 
LIFE INSURANCE CO. 


COLUMBUS, OHIO 


“Its Performances Exceed Its Promises” 























How do you play 
Insurance? 


EVERY now and then, we hear some “man on the 
street” remark that he is “in the life insurance 
game now.” 


WHICH probably means that he doesn’t know 
whether he is going to win or lose, but he is 
willing to pick up a rate book and give it a whirl 


AND it surely is a game if all you have is a rate 
book. 


BUT add to it a generous quantity of A®tna sales 
helps and Whatley codperation and you have a 
life insurance business—a good business. 


ANY one of our men wil tell you that the business 
idea has much greater endurance and is a lot 
more enjoyable than a short-winded frolic. 


Ss. T. W H ATLE Y 


General Agent for the 
Jima Life Insurance Company 


Hartford Comnecticut 
Gi) Chicago, IIl. 


230 S. Clark St. 











Known 
for its Co-operation 


The This Company has not only talk- | 


ed Co-operation, but given it so 
much, that it now has the repu- 


Compan 
— tation for being one of the| 
leading ‘‘Co-operating’’ 
oJ Companies. 


Interested? 
Write for openings! 


Des Moines Life 
& Annuity Company 


J. J. Shambaugh, President 
DES MOINES, IOWA 


Co-operation 





. DALLAS, TEXAS 
HARRY L. SEAY, President 
Over $118,000,000 Insurance in Force 
Some desirable territory 


CLARENCE E. LINZ, Vice Pres. and Treas. 
DALLAS, TEXAS 












































December for 
Policyholder Service 


You can remember when 
your entrance into a depart- 
ment store was usually greeted 
with “Was there something?” 
or some similar riddle for you 
to guess the answer. Today 
you are likely to be met with 
the more appealing invitation: 


“May I serve you, please?” 


This month Peoria Life 
agents are saying to their 
policyholders: “May we serve 
you, please?” December with 
us is, and for years has been, 
Policyholders’ Month. All 
through the month each agent 
goes about his territory, visit- 
ing his policyholders in a 
friendly way, explaining poli- 
cies, checking up on the family 




















program, and offering sugges- 
tions that will make Peoria 
Life policies yield their maxi- 
mum of usefulness. 

This observance in Decem- 
ber emphasizes the Compagy’s 
year round policy of service. It 
comes natural to Peoria Life 
agents to render such service 
to their policyholders, because 
they are accustomed to service 
themselves from their com- 
pany. They have been reared 
in an atmosphere of service. 

This fundamental principle 
of Service to Agents and Pol- 
icyholders made the Peoria 
Life a hundred million dollar 
company in sixteen years, with- 
out merger or reinsurance of 
other companies. And now, 
three years later, it has brought 
the business in force of the 
Peoria Life to the 150 million 
dollar mark. 























Peoria Life Insurance Company 


PEORIA, ILLINOIS 





